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How YOUR COMPANY 


CAN MEET ONE OF [933.4 : 


URGENT PROBLEMS 





problem of these changing times... 


@ How many of your 
policyholders have 
found it impossible 
to carry out their 
existing insurance programs? How many are on the 
verge of action because the premium plus the interest 
load on their policy loans is too heavy to carry any 
longer? How many are ready to consider and apply 
for additional protection? 
@ The answers to these questions are pure guesswork 
until personal contact is established with each policy- 
holder. Then, and then only can your company help 
the insured by learning the facts of his changed cir- 
cumstances and determining whether his present pro- 
gram or a revised program is right for him today. 
@ Part of our service is to reestablish this contact 
between you and your policyholders. The American 


Conservation Company, through its nation-wide field 


Not even second to new production is the other urgent 


the conservation of insurance in force! 


force, is in a position to service policyholders—no 
matter where they may be, in the United States or 
Canada—in large or small companies. It makes no dif- 
ference whether the service involves 1,000 or 100,000 
policyholders. Moreover, we are in a position to con- 
tact promptly those thousands of policyholders who, 
investigations have revealed, are in localities entirely 
out of touch with company agents. 

@ By means of a new plan created by this organization, 
it is possible for a company to employ the American 


Conservation Company to rewrite business upon which 


, there are policy loans and to reinstate on a premium- 


paying basis insurance now running as paid up or ex- 
tended insurance —all this without making it necessary 
to dispose of any reserve assets to pay commissions. 

@ A letter will bring complete information on this 
plan and the service conducted by the American Con- 


servation Company. 


AMERICAN CONSERVATION COMPANY 


LIFE INSURANCE 


SERVICE « HERBERT 6G. SHIMP, PRESIDENT 


307 NORTH MICHIGAN AVENUE, CHICAGO 
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Agents Submitting 
Many $500 Risks 


Development of Semi-industrial 


Business in Ordinary Branch 
Is Troublesome 


EFFECT OF DEPRESSION 


Increase Home Office Issuing Expense 
—Many Calls for Semi-annual, 
Quarterly Payment 


\ multitude of causes arising in the 
depression period appear to have de- 
veloped a decided trend toward an in- 
dustrial class of business submitted in 
the ordinary field, putting up to under- 


difficult to solve in 


writers a situation 
justice to all. 
There has been noted in many com- 
panies this year a large percentage ol 
applications for $500, on many of these 
a semi-annual or quarterly premium ar- 
rangement being called for. On the 
} f it this class of business is utterly 
unprofitable for the ord.nary company, 
each case involving a $5 medical fee, 
$1.50 inspection report and an estimated 


lace of 





Figures on Lapsation After 
Reinstatement Are Given 


INTERESTING RESULTS FOUND 


Research Bureau Study of Companies’ 
Experience Based on Data on 
7,000 Policies 


Tabulations and percentage figures 
contained in the report of the Research 


| 


Bureau of Hartford on a study of ex- | 


perience on reinstated policies are of 
considerable interest. The conclusions 
of the bureau drawn from this study 


were presented in THE NATIONAL UNDER- 
WRITER last week. 

The Research Bureau reported that a 
large eastern company made a study of 
persistency of business reinstated by the 
home office after all efforts in agencies 
had been unsuccessful. There was a 
tendency toward better persistency after 
reinstatement on annual premium poli- 


| cies, small policies and those with larger 


| than 


$? home office expense apportionment, | 


or $13.50, not counting the agent’s com- 
mission. On many of these cases the 
companies are asked to accept first quar- 
terly payments as low as $1.50 and to 
take chances on getting any more money 
the acknowledged fact that 


n face of t 
quarterly business lapses at least four 
times as much as annual. 
Concentration on Small Risks 
The tendency started with the de- 


velopment of sour experience on jumbo 
cases and greater difficulty in the de- 
pression in selling and placing larger 
amounts. Many of the big producers 
were forced to come down in a lower 
bracket of prospects, and the same action 
was taken all along the line. This 
served to concentrate a larger propor- 
tion of the agents in the field of pros- 
pects for small amounts. 
[The annual income of the country 
was cut from approximately $80,000,000,- 
000 to $45,000,000,000 and buying power 
seriously reduced. Life companies, 
whose opportunity for profit comes from 
investment earnings, mortality savings 
and economies in overhead, saw invest- 
ment profits fly out the window and 
mortality constantly rising. It was es- 
sential that they get an influx of new 
business to hold down mortality. 


Encouraged Smaller Cases 


There went out a call for smaller 
business, since this appeared to be the 


field in which the greatest opportunity 
for sales lay. It was found that the 
agents were maintaining or increasing 


their production through the depression 
by selling small policies for specific 
needs such as cleanup, readjustment, 
etc. Agencies throughout the land 
stressed the point, with consequent 
overemphasis in this field at present. 
(CONTINUED ON PAGE 11) 





the persistency of reinstated 
endowment business was better than 
that of life or term, and life was better 
term. However, lapse rate on re- 
instated business for two years imme- 
diately following reinstatement was 
more than twice as large as that on new 


reserves. 


business. 

Figures Are Presented 
for 
re- 
bust- 


kept a record 
proportion 


Another company 
several showing 
maining in force in June, 1932, on 
ness reinstated in the years indicated 
and for total amount given: 1927, 
$2,796,958, 28.8 percent; 1928, $2,568,337, 

1929, per- 
227,992, 45.4 percent; 1931, 


62.1 percent. 


years 


e779 > ee 7° 
$2,431,255, 37.2 


36.3 
cent; 
$3,696.32 


percent; 


1930, &: 


Another company which had allowed 
credit for club qualifications to be 
gained by reinstating business, found in 


a survey that 70 percent of this business 
reinstated in 1930 had lapsed by the end 
of the first nine months of 1931, and of 
the remaining 30 percent, 21 percent had 
been reinstated, lapsed and reinstated 
again. 

Data in the Research Bureau study in- 
cluded experience on 7,000 policies for 
approximately $15,500,000 of business. 

, 


There was 72 percent on the life plan, 
19 percent endowment and 9 percent 
term. Only 12 percent of the life busi- 
ness was reinstated, 16 percent of en 


Over half 
less than 


dowment, 6 percent of term. 
of the studied was 
two years old at time of lapse. 


yusINess 


Lapse Ratio by Vears 

all 
hirst 
by a 


showed 39 percent of 
lapsed the 
followed 
business enter 
14 percent in 
ot 59 percent 


The report 
the reinstated 
year alter reinstatement, 
22 percent rate 
ing the vear and 
the third year, or a total 
lapsing in the first three years after re 


business 
iapse on 


second 


instatement. 

Of business in its first policy year at 
the time of lapse prior to reinstatement, 
61 percent lapsed again within the first 


three vears aiter reinstatement. 
Thus reinstated business appears to 
have a higher lapse rate in the first 


three years aiter reinstatement than does 
new business in the same period, new 
business having had a termination rate 
of 31 percent the first year and 39 per- 


Westbrook Sees Improvement 
in Farm Mortgage Field 
AAA IS HELPING FARMERS 
Aetna Life Expert Finds Delinquencies 
Are Being Made Up and Cur- 
rent Interest Paid 


The farm mortgage situation in the 
United States today is brighter than it 
has been for several years, in the opin- 
ion of Stillman F. Westbrook, vice- 


| president of the Aetna Life and presi- 








dent of the life companies’ organization 
which considers farm mortgages. The 
improvement is noticeable from many 
different angles and is traceable to sev- 
eral factors. 

“The life companies are unquestion- 
ably satisfied with what is being done 
today by the government in meeting the 
farm problem.’ Mr. Westbrook stated, 
“and are of the belief that the Agricul 
tural Adjustment Act is definitely help- 
ing the farmers. They are getting 
higher prices for their products and are, 
moreover, becoming adjusted to the 
measures being taken for the alleviation 
of their difficulties.” 

Making Up Delinquencies 


The percentage of foreclosures on 
farms has decreased. A good many de- 
linquencies have been made up, and cur- 
rent interest charges are being paid 
again by the recovering agriculturalists. 


The cotton farmer, particularly, and 
also the wheat, corn and hog raisers 
are making these interest payments 
faster today than in the past. More- 


over, according to Mr. Westbrook, the 
life companies are not foreclosing 
quickly now; there are many loans 
their books in a delinquent condition on 
which they have refrained from taking 
action in the last few months. 

An appreciable number of farms are 
sold to advantage today by the 
life companies. “Seventy-four percent 
more farms were sold up to Dec. 1 of 
this year than for the corresponding pe- 
riod in 1932,” Mr. Westbrook declared. 
“This figure covers 80 percent of the 
life companies investing in farm mort- 
gages. I can safely that by the 
end of the year twice many farms 
will have been sold and at 


1932 
prices. 


as 


on 


} 


being 


Say 

as 
as in 
better 


Farm Mortgage States 


interested in 
any other state 
mortgage standpoint 
the order of their 
picture, are 


companies 
and 
farm 


The 
lowa far 
from the 
Che next ten states, in 

in the 
lexas, Nebraska 

Indiana, South 
and Ohio. 


life are 


above 


Illinois, 
Missouri, 
Dakota, 


importance 
Kansas, 
Minnesota, 
Oklahoma 


here are surprisingly few new mort- 
gages being taken out on farms today, 
Mr. Westbrook reported. The farm 
mortgage business of the life companies 
has been stultifed by the Federal Land 


Bank, he explained, but even the bank 
has found little demand for new mort- 
gages. 

cent for reinstated, 17.4 percent in sec 
ond year against 22 percent and 11.6 
percent in third year against 14 per- 
cent. 

(CONTINUED ON PAGE 11) 





|; competition 


Cross Currents 
in Competition 


Aggressiveness in the Life Insur- 
ance Field Is Getting More 
Pronounced 


GROUPING OF COMPANIES 


Many Executives See Danger in the 
Effort to Prove Superiority 
of Institutions 


There are many currents and 
life 
these days growing out of the troubled 
the It 
groups 
the 


in the held has become decidedly mili- 


cross 
currents in insurance competition 
revolves 
of 

work 


conditions of day. 


largely around company va- 


rious complexions. Some of 


tant and aggressive. There is the geog- 


raphical line of competition, size and 
age of companies, character of com- 
panies i, e., whether mutual or stock, 
companies that have maintained their 
dividend schedule and those that have 


not, those that are supposed to be show- 
ing a not enviable investment rec- 
ord, and those more fortunate, etc. 


too 


Much Overlapping of Groups 


Naturally in this competition there is 
much overlapping of the groups and this 


makes the competition more comi- 
plicated. For instance, it is charged 
throughout the middle west and south 
that the eastern companies are using 


their location as an argument and point- 
ing to the fact that there have been no 
failures in their domain. They claim 
superiority for a number of reasons. 
Chis has aroused the agency managers 
of companies in other sections because 
they declare that no particular region 
can claim superiority. Then again some 
mutual companies are using arguments 
to show that they are far more sacro- 
sanct than the stock companies. Then 
there are classes among the mutuals 
themselves. Some that have maintained 
their dividend scale are using that in 
with others that have re- 
duced their dividends. 


Investment Angle In Noticed 


rhe investment angle also enters into 


competition. Some companies attack 
others because they claim that they 
have too large a proportion of farm 
mortgages Chen others are blasted 
because the ratio of railroad bonds is 
too high. Other supposed investment 
weaknesses are pointed out and analy- 
sis is made to show the superiority of 
certain companies that are using this 
special ammunition 

As a result of this rather aggressive 


' 
and far flung competition the people are 


' that 


becoming considerably muddled and are 
wondering just what it is all about. As 
a matter of fact, those who are taking 
a broad view of the situation declare 
it is a mistake to make a whole- 
sale attack on companies in any loca- 
(CONTINUED ON PAGE 11) 
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Peoria Life Mutualization 


Plan Approved by Court 





MAY PROCEED IMMEDIATELY 





Mandamus Action of Director Palmer 
Contested by Judge on Plea of 
Unconstitutionality 





Mutualization of the Peoria Life 
under a plan drafted by Co-receiver G. 
A. Shurtleff was approved by Circuit 
Judge Niehaus:of Peoria, Ill. Director 
Palmer stated he would not approve the 
mutualization plan, which under the law 
both he and the court must do before it 
becomes effective. 

Immediately thereafter the jurist filed 
an answer in Illinois supreme court to 
mandamus proceedings instituted by At- 
torney-General Kerner in behalf of Di- 
rector Palmer, defending the action. 


Claims Law Unconstitutional 


Judge Niehaus claimed the insurance 
law giving to the insurance commis- 
sioner sole power to appoint receivers 
for failed companies is unconstitutional. 
Mr. Shurtleff is Judge Niehaus’ appoin- 
tee, while Mr. Palmer contends only his 
appointee, C. V. O’Hern, holds the po- 
sition legally. 

The judge considered and rejected 
plans of the Life & Casualty, Chicago; 
J. P. Sullivan, Chicago, and Owen & 
Owen, Detroit. Following the hearing 
Mr. Shurtleff stated that application for 
a charter for the proposed mutual would 
be filed immediately. 


Proposed Directorate 


A temporary board of directors se- 
lected by Mr. Shurtleff, composed large- 
ly of Peoria business men, is: 

M. M. Baker, president Baker Hubbell 
Company; J. W. McDowell, president 
Commercial National Realty Company; 
Dr. G. W. Mitchell, proprietor Mitchell 
Sanitarium; the Rev. J. J. Burke, Cath- 
olic priest; John Blossom, vice-president 
Central National Bank; H. G. Sommer, 
treasurer Keystone Steel & Wire Co.; 
T. K. Morrow, president T. K. Morrow 
Automobile Co.; A. J. Hartley, president 
Hart Grain Weigher Company; F. R. 
Miller, general manager Mackemer Mo- 
tor Co.; R. M. Belden, president Peoria 
Engraving Co.; Clarence Eyster, busi- 
ness manager Peoria “Star”; J. W. 
Hartz, president Couch & Heyle, whole- 
sale hardware; M. G.- Newman, presi- 
dent Commercial Travelers’ Home & 
Loan Association; E. Weselhoft, pro- 
prietor Model Wall Paper Co.; A. G. 


Muir, treasurer James McCoy Co., 
wholesale grocery; W. H. Luellen, To- 
peka, Kan.: Thomas Rogers, Flint, 


Mich., and J. L. Drahos, Cedar Rapids, 
Ia., the last three being state managers 
Peoria Life; and Theodore Aagaard, gen- 
eral manager Battle Creek Sanitarium, 
Battle Creek, Mich. 


Shurtleff Ready to Proceed 


Mr. Shurtleff stated that a contract 
would be prepared and presented for ap- 
proval probably within a week, after 
which assets could immediately be 
turned over to the new company. Steps 
then will be taken to terminate ancillary 
receiverships in other states. 

Assistant Attorney-General D. J. Ka- 
dyk filed a brief containing suggestions 
on the mutual plan. He said the com- 
pany would require a minimum of $100,- 
000 guarantee capital. He pointed out 
that the plan approved proposes to use 
some Peoria Life assets to make up the 
guarantee capital, which he found con- 
trary to law and equity, and detrimental 
to policyholders’ interests. 


Newark Agency Sets Record 


November was the second best month 
in paid business that the Newark agency 
of the Connecticut Mutual Life has en- 
joyed in its entire history. The agency 
is staging a drive in December to top 
its November production. 








Increase of 1.5% 
in November Life 
Sales Is Reported 











NEW YORK, Dec. 21.—New life in- 
surance production for November was 
1.5 percent greater than for November, 
1932, according to the Life Presidents 
Association. Industrial gained over last 
year, for the fourth consecutive month, 
showing an increase of 9.7 percent in 
November. Group also showed an in- 
crease, gaining 14.4 percent. The cumu- 
lative total for all classes for the first 
11 months of 1933 was 15.1 percent less 
than for the same period of 1932. 

November production totaled $681,- 
049,000 contrasted with $671,242,000 for 
November, 1932. New ordinary insur- 
ance amounted to $436,723,000 against 
$450,098,000, a decrease of 3 percent. 
New industrial amounted to $202,843,000 
against $184,882,000. New group was 
$41,483,000 against $36,262,000. 

For the first eleven months of the 
year, the total new business of the Life 
Presidents companies was $7,097,346,000 
against $8,354,978,000 last year, decrease 
15.1 percent; ordinary, $4,668,989,000 
against $5,473,247,000, decrease 14.7 per- 
cent; industrial $2,126,844,000 against 
$2,322,403,000, decrease 8.4 percent; 
group, $301,513,000 against $559,328,000, 
decrease 46.1 percent. 

A comparison of the new paid-for 
business for the first 11 months of 1932 
and 1933, with percentage increases or 
decreases, follows: 


Ordinary ; 

Gain or 

1932 1933 Decrease 

$ 614,040,000 $ 423,573,000 —31.0% 








Jan. 
Feb. 575,497,000 424,483,000 —26.2 
March 592,333,000 435,308,000 —26.5 
April 520,586,000 423,605,000 —18.6 
May 487,284,000 432,732,000 —11.2 
June 504,329,000 446,435,000 —11.5 
July 447,739,000 417,859,000 —6.7 
Auge 443,460,000 434,638,000 —2.0 
Sept 404,763,000 374,643,000 —7.4 
Oct. 433,118,000 418,990,000 —3.3 
Nov 450,098,000 436,723,000 —3.0 
$5,473,247,000 $4,668,989,000 —14.7 
Total 
Jan. $ 943,511,000 $ 614,431,000 —34.9% 
Feb. 831,187,000 609,725,000 —26.6 
March’ 888,966,000 640,414,000 —28.0 
April 822,367,00 628,778,000 —23.5 
May 759,353,000 645,320,000 —15.0 
June 768,233,000 687,776,000 —10.5 
July 691,364,000 666,095,000 —3.7 
Aug. 668,779,000 688,620,000 3.0 
Sept 639,937,000 577,776,000 —9.7 
Oct. 670,039,000 657,362,000 —1.9 
Nov. 671,242,000 681,049,000 1.5 
$8,354,978,000 $7,097,346,000 —15.1 


Institute Board Is to Meet 
Feb. 24 on Mead’s Successor 





A special meeting of the board of 
governors of the American Institute of 
Actuaries has been set tentatively for 
Feb. 24 by Secretary W. F. Poorman 
for the purpose of deciding on what 
action to take in view of the death of 
F. B. Mead, Lincoln National, who was 
president of the institute. The meeting 
will be held in Chicago. Mr. Poorman 
polled the 21 members of the board as 
to their views and received a variety of 
replies. One thought was to have one 
of the two vice-presidents serve until 
the next annual meeting, but the by- 
laws do not provide for such procedure, 
and specify that in the event of death 
of the president, the board of governors 
shall elect a successor. 


Herdman Refuses Rehearing 

A rehearing of the charges filed by 
the Nebraska Life Agency Managers 
Association against the Occidental Life 
of Los Angeles and six of its Nebraska 
agents has been denied by Insurance 
Director Herdman. He holds that the 
recent decision of the state supreme 
court that the state compensation com- 
missioner, an administrative officer like 
himself, has no power to grant rehear- 
ings, prevented any reopening of the 
case. 





Market Values Demanded by 
Wisconsin, South Dakota 


MAY AMORTIZE THE BONDS 








Basis of Valuations for 1933 Annual 
Statements in Canada Announced 
by Finlayson 





The Wisconsin department has noti- 
fied companies that all securities, not 
eligible for amortization under the Wis- 
consin law, must be valued at market 
Dec. 31, 1933, in the annual statement. 
Last year Wisconsin required fire and 
casualty companies to value all securi- 
ties, including bonds, at the year-end 
market quotation. A law was passed 
in that state in 1933, however, permit- 
ting any Company to amortize bonds 
amply secured and not in default as to 
principal and interest. 

Commissioner Mortensen of Wiscon- 
sin states if any company prefers to 
submit its statement showing valuation 
as of a date prior to Dec. 31, this will 
be accepted only when accompanied 
with a supplemental report on the “Wis- 
consin statutory plan.” 

South Dakota Ukase 


Commissioner Dawson of South Da- 
kota has also made demand that stocks 
be valued at market Dec. 31. Bonds, 
eligible for such treatment, may be 
amortized. Mr. Dawson states that no 
portion of the excess of book value over 
market or amortized value shall be in- 
cluded as a liability item, but shall prop- 
erly be deducted as a non-admitted as- 
set. 

Texas has informed the companies 
that the new convention formula will 
be acceptable. 

Commissioner Dunham of Connecti- 
cut informed companies the new conven- 
tion formula is acceptable to him. He 
directs that security fluctuation reserves 
be set up. 

Superintendent Finlayson of Canada 
has announced the basis of valuation of 
securities for companies operating under 
control of the Dominion department. 
Certain other companies are under pro- 
vincial jurisdiction and announcement 
has not been made regarding the basis 
for these. 

Bonds Not in Default 


The authorized values as at Dec. 31, 
1932, may be used for bonds held on 
Dec. 31, 1932, and not since disposed of 
and not in default or intrinsically de- 
preciated since that date. 

The purchase price with any adjust- 
ment thereof through the interest ac- 
count up to Dec. 31, 1932, is the basis 
for valuing bonds acquired since Dec. 
31, 1932, and not in default or intrinsi- 
cally depreciated since the time of pur- 
chase. 

Bonds other than these must be val- 
ued at Dec. 31, 1933, prices or at a 
date not more than 60 days before Dec. 
31, 1933. 

The values authorized for use Dec. 
31, 1932, may be used for preferred and 
common stocks which were held on 
Dec. 31, 1932, and not since disposed 
of and not obviously intrinsically de- 
preciated since then. 

The purchase price must be used for 
stocks acquired since Dec. 31, 1932, and 
not depreciated. 

Stocks other than these must be val- 
ued at market Dec. 31, 1933, or at a 
date not more than 60 days before then. 

The department will accept market 
values on securities, but suggests that 
if this is done, the investment sched- 
ules show the values as authorized and 
that the adjustment to a market value 
basis be made by way of an investment 
reserve. 


Shugg Shows Big Gains 
The A. P. Shugg agency of the Aetna 
Life in St. Louis increased the number 
of its applications 50 percent and its vol- 
ume 14 percent in November. 





Interest in the Promotions 
Made by Lincoln Nationa] 


TWO ABLE MEN RECOGNIZED 





A. J. McAndless and E. C. Wightman 





Are Regarded as Strong Men in 
the Organization 
Much interest was taken in the an. 


nouncement that A. J. McAndless, vice. 
president of the Lincoln National Life 
will succeed the late executive vice. 
president, F. B. Mead, as first vice. 
president and E. C. Wightman, con- 
troller, being made _ vice-president, 
serving as executive officer in charge 
of all work in the controller’s depart- 
ment. 

Mr. McAndless has been vice-presi- 
dent in charge of reinsurance, claims 
and underwriting and will continue 
directing this work along with new ad- 
ministrative duties. He was closely 
associated with Mr. Mead. Mr. 
McAndless went with the Lincoln Life 
in 1919 as assistant secretary. In 1926 
he became secretary and in 1930, vice- 
president. He is a native of Capac, 
Mich., and a graduate of the University 
of Michigan. Before going with the 
Lincoln National he was with the 
Grange Life at Lansing and later with 
the Detroit Life. 


Mr. Wightman’s Career 


Mr. Wightman started with the Lin- 
coln National in 1930 as assistant secre- 
tary and later was made controller. He 
is a native of Cleveland and also was 
graduated from the University of Mich- 
igan. He started his insurance career 
with the Michigan State Life as actuary 
and then went with the Detroit Life as 
actuary and became a member of the 
executive committee. Later he joined 
the American National Life of Galves- 
ton as actuary and manager of the ordi- 
nary life department. Then he became 
associated with Ernst & Ernst, certi- 
fied public accountants. For some time 
he was on the faculty of the University 
of Michigan, teaching insurance ac- 
counting and administration. He is co- 
author of a text book, “Life Insurance 
Accounting.” 

M. C. Ledden Advanced 


M. C. Ledden has been appointed 
chief accountant for the Lincoln Na- 
tional. He went with the company 
March 1, 1930, as junior accountant and 
has been acting as first assistant in the 
accounting department since that time. 
In his new position, Mr. Ledden will 
assume complete responsibilities of all 
accounting department activities. Mr. 
Ledden was educated in Montpelier, 
Vt., and spent ten years with the Na- 
tional Life of Vermont in actuarial and 
accounting department work. 


Applicants Questioned as 
to Visit to World Fair 


In preparing non-medical blanks, the 
Minnesota Mutual requests its agents to 
inquire with particular care of all appli- 
cants whether they visited the world 
fair in Chicago. The inquiry is espe- 
cially important in the case of waiters 
and other food handlers who may have 
been employed in Chicago during the 
past six months. 

The Minnesota Mutual is concerned 
because of the spread of amoebic dysen- 
tery, the focal point having been in- 
fected food handlers in certain Chicago 
hotels. 

Particular and _ detailed inquiries 
should be made as to the state of the 
applicant’s health while he was in Chi- 
cago and since leaving that city. Care 
in this matter is necessary and will con- 
tinue to be so for some time since de- 
velopment of the disease may be delayed 
for several months following infection. 
Many of those who visited the fair late 
in the summer or in the fall may even 
yet develop the disease. . 
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Policyholder Is | 
Inflation Loser 


Study of German and French 
Reaction to Currency 
Changes 





COMPANIES FARE WELL 


Carriers’ Liabilities Shrink in Larger 
Proportion to Assets Because of 
Real Estate 


NEW YORK, Dec. 21.—With the 
possibility of inflation looming closer 
than it has for many years, increased 
interest is being shown by American 
life insurance men and policyholders in 
the effect of the German and French in- 
flations on the life companies and their 
policyholders. 

While the German inflation brought 
many evils in its train, it did not ruin 
life companies, even when it took sev- 
eral trillion paper marks to equal a 
dollar. The companies, as companies, 
fared very well as far as solvency was 
concerned, for their liabilities shrank in 
value in proportion to their assets, ex- 
cept such of the latter as were in real 
estate or stocks or other equities, and 
these appreciated enormously. Mort- 
gages were of little value, for all who by 
the terms of their contracts could pay 
back their mortgage debts before ma- 
turity, or had the good fortune to have 
their mortgages mature when the mark 
was at its lowest, naturally paid off 
their obligations in the almost valueless 
currency. 

Policyholders Hardest Hit 


The policyholders as individuals were 
§ course the ones hardest hit, insofar 
as the value of their reserves was de- 
preciated by the fall of the mark. It 
was cheaper to credit each policyholder 
with a paid-up policy for the face 
amount than to go to the relatively 
much greater expense of sending out 
premium notices. 

It should be noted that when the 
mark was reestablished at its gold value 
of $0.193, it was not a case of stabilizing 
the debased currency at a certain figure, 
as in the case of the French franc. The 
new mark, while having the same gold 
content as the old German gold mark, 
did not even have the same name as the 
devaluated currency. It was called the 
Reichsmark. Naturally the life com- 
panies which had been on the old mark 
basis could not be called upon to pay 
claims or cash values in the new marks, 
which were worth about a trillion times 
the depreciated mark. Claims in the old 
currency, no matter how large, were 
settled for what amounted to a mere 
pittance in the new, and the companies 
started off afresh on a reichsmark basis, 
their real estate and other equities fur- 
nishing a substantial nucleus to begin 
business with. 

French Companies Benefit 


The French inflation and subsequent 
stabilization merely meant again that 
the companies’ liabilities shrank with 
their assets, except for real estate and 
other equities. French companies have 
always invested rather heavily in real 
estate, so the 80 percent devaluation of 
the franc was more effective in reducing 
their liabilities than in cutting the value 
of their assets. Policyholders and an- 
nuitants were adversely affected, receiv- 
ing francs worth about 4 cents in re- 
turn for those they had put in which 
were worth 19.3 cents, but the solvency 
of the companies was increased rather 
than diminished by the franc’s devalu- 
ation. 

(CONTINUED ON LAST PAGE) 








New Developments Will Be 
Discussed at 1934 Meeting 





PROGRAM COMMITTEE NAMED 





American Life Convention Lays Plans 
for the Annual Gathering of 
Next Year 





The program for the 29th annual 
meeting of the American Life Conven- 
tion, to be held at the Edgewater Beach 
Hotel, Chicago, Oct. 8-12, 1934, will 
give attention to the new developments 
in life insurance incident to the post- 
depression period into which this coun- 
try is now entering. It is anticipated 
that by the first week in October the 
full effects from the new deal, including 
the National Recovery Act, various pub- 
lic construction projects of the Public 
Works Administration, etc., will be 
manifest and that life insurance will find 
new responsibilities in continuing to 
provide the men and women of the na- 
tion the one sure safe medium for the 
protection of dependents and their own 
future that has withstood the severest 
tests of the world’s worst depression 
almost entirely unshaken. 

The program committee for the meet- 
ing is composed of G. S. Nollen, presi- 
dent Bankers Life of Des Moines; A. J. 
McAndless, first vice president Lincoln 
National Life, and R: E. Sweeney, 
president State Life of Indiana. 

The executive office in St. Louis the 
past week sent to members pamphlet re- 
prints of many of the addresses given 
at the 1933 gathering of the main body 
and its legal, financial and agency sec- 
tions. 


Rounds Up Benefit Societies 


Insurance Director Herdman _ of 
Nebraska has detailed one of his assist- 








Program Chairman | 











GERARD 8. NOLLEN 


President G. S. Nollen of the Bankers 
Life of Iowa has been appointed pro- 
gram chairman for the next annual 
meeting of the American Life Conven- 
— to be held in Chicago the week of 

ct. 8. 


ants to round up a number of mutual 
benefit societies that have been organ- 
ized and put in operation without any 
authority in law, which will be forced 
to suspend their activities. Some were 
organized in Nebraska communities by 
local men, and others were organized in 
Colorado and other states and agents 
sent to canvass in Nebraska. 





j 


its troubles. 





OW comes a pause in the year’s 
occupation—the happy Christ- 
mas hours. Could we better cel- 

ebrate Christmas Day than with hearts 
that are at peace and thankful, with 
thought for those who need our 
thought, with forgiveness for those 
who need our forgiveness, with a wel- 
come to him or to her who comes 
home, with age-old mirth and jollity, 
and with the hope that before another 
Christmas Day shall have come our 
country will have risen high out of 


To every life underwriter, in Home 
Office and Field, and to our assoc- 
iates of the insurance press, The Penn 
Mutual Life Insurance Company sends 
an ardent wish for A Merry Christmas 
and A Happy New Year! 





Wo. A. LAW, President 














Connecticut D y 
Is Great Success 


Dunham Makes Plea for Fewer 
But Better Trained 
Agents 


ARE PRESENT 


OVER 400 


Huebner Sees Business on Upgrade— 
Praises Record of Insurance—Warns 
Against Inflation 


By RALPH E, RICHMAN 
spite fashioned New 


England snowstorm prelude, Connecti- 


In of .its old 


cut Insurance Day was a great success 
with over 400 officials and agents in at- 
tendance. The meeting was held in the 
assembly hall of the Aetna Life in Hart- 
ford. 

Chairman E. Turner, presi- 
dent of the First Reinsurance, opened 
the session. Commissioner H. P. Dun- 
ham of Connecticut reviewed the bad 
results which he believes come from ap- 
pointment of too many agents. He said 
this practice multiplied twisting in life 
insurance, seriously affected the income 
of trained and responsible agents and 
made it impossible to keep the insurance 
personnel educated and trained to serve 
the public. He reiterated his oft ex- 
pressed conviction that there are more 
than enough companies now in the field 
to provide an adequate insurance serv- 
ice, and advocated limitation of insur- 
ance company charters just as bank 
charters are refused for communities al- 
ready bank over-populated. 


George 


Business on the Upgrade 


Dr. S. S. Huebner, University of 
Pennsylvania, declared that business is 
definitely on the upgrade. A depression 
usually holds sway for four and one- 
half years, he said, and the present one, 
which has lasted four years and one 
month, has about run its course and 
burned itself out. 

Dr. Huebner’ discussed the major 
trends in life insurance. There has 
been a change on the part of the public 
in its attitude toward the death benefit 
of life insurance, with the swing in the 
direction of less emphasis on the death 
benefit and more on the investment 
value of life insurance. There is also 
an increasing reliance by the public on 
life insurance companies. Loss to pol- 
icyholders in three years amounts to 
less than .1 percent of their equities. 
No other business, he said, can show a 
record comparable to this. He opposed 
restrictions on withdrawals of life in- 
surance cash value, stating that this 
privilege of withdrawal is one of the 
most important assets of the business. 
A growth toward wider use of annuities 
was noted by Mr. Huebner. He said it 
enables purchasers to spend always the 
right sum as they go along with con- 
fidence that there will always be enough 
to last. 


Short Talks at Lancheon 


_At the luncheon short talks were 
given by A. T. Keeler, comptroller of 
Connecticut, State Senator A. E. Lav- 


ery, vice-president Connecticut chamber 
of commerce, and W. L. Mooney, vice- 
president of the Aetna Life. Mr. Keeler 
praised the insurance business of Con- 
necticut as a source of stable employ- 
ment. He called attention to the high 
standard of insurance supervision in the 
state and said that Connecticut believed 
in adequate appropriations for its state 
insurance department. Senator Lavery 
expressed the good will of other Con- 
(CONTINUED ON LAST PAGE) 
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88-Year Record 
of Protection to 
Policyholders 


aX Ya\ vax vax) 










U 







BU BOTOOEOOOOEOTA) 


WIC, WU WEL SEN? NEN, EI 








Throughout all the years—during every panic, 
every war and every epidemic down to the present hour 
—the New York Life Insurance Company has met 
every obligation to its policyholders and beneficiaries; 
it is amply prepared to continue to do so throughout 
the life of every one of its insurance and annuity 


contracts. 
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Since it started business in 1845, this Company 
has paid to policyholders and beneficiaries over 
$3,848,000,000. Over one billion dollars of this 
amount was in dividends. 
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The stability of this strong mutual company has 
been particularly demonstrated during the past four 
years of business depression. In every one of these 
years, income has exceeded disbursements. 
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During the first 9 months of 1933, the Company— 


Paid to policyholders and bene- 
ficiaries, over ..........$188,000,000.00 
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Made new investments of over 46,000,000.00 
Increased its ledger assets—being 

excess of income over dis- 

bursements, over ........ 43,000,000.00 
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NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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New Sales Records Are 
Established in November 








The Old Dominion Virginia agency 
of the Jefferson Standard during No- 
vember produced $788,000, breaking all 
previous records. The following men 
wrote $66,000 or more for the agency’s 
“66” honor club: E. C. Gibson, M. J. 
Anderson, R. L. Beamer, F. M. Smith, 
L. T. Terrell, and G. W. Taliaferro. 
Ben Simon is Virginia manager with 
Richmond headquarters. 

* * * 

All previous records in sales were 
broken by the Illinois Bankers Life in 
November when new business was re- 
ceived totaling $1,347,405. This was the 
first month since the company was re- 
organized on the legal reserve basis in 
1929 that the monthly business had 
reached the million dollar mark. The 
November production was $1,000,000 
better than November, 1932 and about 
double the recent monthly average. 

* * x 


C. B. Erwin, San Antonio, Tex., man- 
ager of the Gulf States Life, reports an 
increase for the year of 300 percent. 

* * * 


C. F. Adams, agency director, re- 
ports the Des Moines branch has writ- 
ten more than $4,000,000 of business 
thus far this year, or nearly $500,000 
more than for the corresponding period 
last year. The branch was the third 
of 151 agencies of the company in 
America to surpass its last year’s mark. 

*x* * * 


New business written in November 
by the Security Mutual Life of Ne- 
braska was 35 per cent greater than in 
November, 1932. October business 
showed a 20 percent increase. A spe- 
cial drive was made in November in 
honor of M. A. Hyde, vice-president in 
charge of agencies. 

* * * 

The Cleveland office of the Equitable 
Life under L. L. Lenz did as much busi- 
ness the last four months as in the first 
seven months of the year. In October 
sales more than doubled those for Oc- 
tober, 1932, while November was like- 
wise ahead of the previous year. The 
number of paid cases showed a big in- 
crease although the average amounts 
written are somewhat smaller. 

* * * 


Samuel Kahl, one of the big producers 
in the Stumes & Loeb general agency 
of the Penn Mutual in Chicago, who 
last year paid for $1,147,000 on 315 lives, 
so far this year has paid for $1,070,000 
on 250 lives and expects to exceed his 
1932 record. Mr. Kahl, who was book- 
ing manager for the Orpheum circuit up 
to 1930, went with the agency in July of 
that year, writing 26 cases for $325,000 
by the end of the year. In 1931 he paid 
for $742,000 on 78 lives. He led the 
company in volume in November this 
year and ranks country-wide for 11 
months, fifth in point of volume and 
fourth in number of lives. 

*x* * x 


During a nine weeks’ “A. N. Mitchell 
Campaign,” in honor of their general 
manager, agents of the Canada Life in 
Canada and the United States exceeded 
the total allotment set by $2,072,432. 
More than $3,000,000 paid business was 
reported in the final week which proved 
to be a record breaker week for many 
Canada Life branches. Many branches 
attained the best paid production volume 
experienced in several years during the 
nine weeks’ period. 


The Los Angeles branch won the 
trophy presented personally by Mr. 
Mitchell. The youngest branch in the 


Canada Life organization, the Montreal- 
St. Catherine, was the runner-up. De- 
troit was third and won the eastern 
shield, while South Alberta ranked 
fourth and won the western shield. To- 
ronto was the leading branch in the cam- 
paign in point of actual production, by 





Weakness Cited in Some of 


the Reinsurance Contracts 





MAY END FLOW OF NEW MONEy 





Assureds in Failed Companies Should 
Pay Difference Between Increase 
of Reserve and Premium 





NEW YORK, Dec. 21.—Some of the 
executives in the east, who have been 
analyzing the contracts under which 
failed companies are being reinsured, 
feel that in many of these deals a psy- 
chological factor is being overlooked, 
They see a weakness in placing a mora- 
torium on cash withdrawals, but in per- 
mitting policyholders to keep up their 
insurance by borrowing the full amount 
of the premium from the portion of the 
reserve against which there is no lien. 


Evil in Premium Loans 


Their theory is that a large proportion 
of the policyholders will avail them- 
selves of this privilege and will con- 
tinue to borrow until the portion of 
their reserve, which is free from lien, is 
exhausted. Therefore the receipts are 
likely to fall off. This is merely a book- 
keeping transaction and does not bring 
in any new money, with which to pay 
claims and meet overhead expenses. 
That many policyholders will take this 
course seems certain, because of the 
feeling that, in paying cash premiums, 
they are putting their money in with 
frozen assets. 

One solution, which is advanced by 
these critics, is to permit the assured to 
borrow each year only an amount equal- 
ling the increase of the reserve for that 
year on his contract. In other words, 
the assured would be required to pay in 
cash the difference between the increase 
of the reserve and the premium. That 
would provide new money with which 
to pay the death claims and expenses. 


Osborn Agency’s New Deal 


Well Known Kansas City Organization 
Takes General Agency of Lincoln 
National Life 








KANSAS CITY, Mo., Dec. 21.—The 
A. P. Osborn agency, composed of A. 
P. Osborn and Earl G. Mercer, has be- 


come general agent of the Lincoln Na- 
tional Life in western Missouri and east- 
ern Kansas. In addition, the agency 
will continue to service Royal Union 
policies in that territory. 

Mr. Osborn has been general agent 
for the Royal Union Life in Kansas 
City for 26 years. Mr. Mercer went 
with the Royal Union at Wichita in 1908, 
coming to Kansas City in 1912 as cash- 
ier. In 1927, he went to Des Moines as 
asistant secretary, where he remained 
two years. In 1929 he returned to Kan- 
sas City as Mr. Osborn’s partner in the 
agency here. 

The present Lincoln National offices 
on the eighth floor of the 1018 Baltimore 
avenue building are being enlarged to 
accommodate the merger of the physical 
properties of the two agencies. 








a substantial margin. This branch in 
one day wrote 52 policies for $369,000 
with cash payments of over $37,000. 

s ¢ 


The Sun Life of Canada in its St. 
Louis branch under Manager W. S. 
Sutherland put on a successful drive. 
Forty representatives engaged in a one- 
day contest, starting at 7 o’clock in the 
morning and closing at midnight the 
same day, writing 201 applications for a 
total of over $400,000 life insurance. The 
contest was styled “Spirit of St. Louis 
Day.” The outstanding achievement was 
made by E. M. Staude, who wrote 37 
applications for a total of $60,000 insur- 
ance. The St. Louis agency of the Sun 
Life was established in 1927. 
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Medium Sized Industrial 
Companies Study Changes 


EYE NEW AGENCY CONTRACTS 


Most of the Smaller Institutions Have 
Provided Relief for Agents 
During the Depression 


The medium-sized and small indus- 
trial companies are watching closely the 
radical changes in agency contracts, 
which have been instituted by several of 
the large industrial institutions. 

The large companies, in making the 
change, have in many cases, if not in 
all, relieved the agents of any decrease 
they might have had when the new con- 
tract was adopted. Many of the small 
companies have taken similar action 
previously and are paying agents who 
make increase as if no decrease had 
been charged against their accounts. 

The executive of one of the medium 
sized industrial companies expressed the 
belief that the new contract is much 
more involved than the present contract 
and this may prevent many companies 
from adopting it until they can benefit 
by the experience of the companies that 
are now trying it out. 

Entirely Different Basis 


The same executive states that while 
the new contract more nearly ap- 
proaches the renewal plan in force in 


the ordinary field, it still retains many 
of the features used in the industrial 
field, although they are to some ex- 


tent presented in a different way. The 
new agreement, he states, is paying the 
industrial agent for industrial business 
on an entirely different basis from that 
which has been followed. 

An executive of another and smaller 
company states that they have been 
making liberal adjustments and liberal 
bonus offers during the past two years, 
which have served to compensate the 
men to a certain extent for their extra 
efforts. 

Sun Life of Baltimore 


_Secretary Felix Rothschild of the 
Sun Life of Baltimore states that com- 
pany has followed a liberal and gen- 
erous policy towards its agents since 
the beginning of the depression. Due to 
decreases in debit, the Sun Life has 
made some concentration, but its total 
number of debits eliminated runs to 
only 13 percent of those in existence at 
the beginning of the depression. This 
small curtailment and Mr. Roth- 
schild says the company has attempted 
to keep its agents’ compensation to as 
high a level as possible by not reduc- 
ing debits too drastically. 

On several occasions during the de- 
pression, the company has made it pos- 
sible for its men to draw compensation 
by various methods of starting over and 
through various ways has made it pos- 
sible for them to secure money on in- 
crease after certain dates, even though 
their accounts show decreases. 


sa 


Modifications Tried 


rhe first six months of 1933, the Sun 
Life paid from five to 13 times on issue 
ot new industrial business without re- 
gard to lapse on the debit proper and 
without regard to an agent being on in- 
crease or decrease. On several occa- 
sions in the past three years, modifica- 
tions of this plan were tried, resulting 
in the agency force receiving a great 
deal of extra compensation over and 
above their collection salaries. 

In the third quarter of 1933, the Sun 


Life put into effect what is known as 
the recovery plan, which made it pos- 
sible for the agents to work out of 


their decreases, with the result that 91 
percent of the agency force is on in- 
Crease and the small remaining number 
is within a relatively few cents of the 
mcrease mark. 

Because of 
schild states, 


Mr 
the 


Roth- 
tact 


these factors, 
and because of 








that the company is paying consider- 
able bonuses on the side for extra re- 
sults, the management has no intention 
at the moment of making any changes 
in the agency contract nor does there 
seem to be any necessity for a change. 

The Life & Casualty of Nashville 
states that in October relief was given 
to agents in arrears and the decrease 
valuation of men having 20 years or 
more of service was completely wiped 
off. Vice-president O. P. Grant states 
the company is making a careful survey 
of the new industrial contract and will 
adopt a similar one if the company finds 
it suitable to its organization. 


Mutual Life of Baltimore 


Vice-President L. P. Rock of the 
Mutual Life of Baltimore states there 
is no necessity, so far as that company 
is concerned, either to eliminate agents’ 
balances or to change the agency agree- 
ment. 

The Mutual Life of Baltimore 
nated all balance due the company 
early part of 1932 and again in 1933. 
It is debatable, he states, whether this 
helped the agent or the company, for 
within a short time those agents who 
were balance due were again balance 
due. The Mutual Life of Baltimore has 
come to the conclusion that training, 


elimi- 


the | 


education, supervision and encourage- 
ment of the field force is more impor- 
tant than eliminating balance due the 
company or change of agency agree- 
ment. An agreement of itself will not 
automatically increase the remuneration 
of the field force, and assuming that the 
contract is equitable, and offers the 
agent a decent return on his efforts, it 
is then a matter of training, education 
and development. 

The latter part of 1932, Mr. Rock re- 
ports, the company inaugurated an in- 
spection system, which was entirely sep- 
arated from the agency department. 
Each inspector is a home office salaried 
employe with no contact with the 
agency force. He must pass on all ap- 
plications from the standpoint of qual- 
ity of the risk and quality of the busi- 
ness. The agents are being taught to 
write a class of business that will per- 
sist. The inspection system keeps them 
away from temptation of cluttering 
their books with undesirable business. 

The balance due company, he states, 
| is negligible and less than 10 percent 
of the men are off draw. This is rather 
a matter of lack of effort and applica- 
tion on the part of the men involved 
and not the fault of the contract or of 
the business. The company is making 
an industrial increase and will conclude 








the year with an approximate increase 
of industrial weekly premium income of 
$1,200. The company is also on ordi- 
nary increase for the year and prob- 
ably will conclude the year with about 
$1,250,000 of increase. 


Plaintiff’s Course Easier 

Under the new practice act in Illinois, 
taking effect Jan. 1, service of process 
upon insurance companies is made more 
simple for plaintiffs in that the new act 
provides that process may be served by 
thereof with any officer 
or agent of the company found in the 
county, and in case the officer or other 
person attempting to make service shall 
make return or affidavit upon such proc- 
that he cannot in the county find 
such officer or agent of the com- 
then the company may be served 
other county in the state. This 
is the interpretation of the new law 
made by Paul G. Annes at the December 
meeting of the Chicago Life Insurance 
Lawyers Club 

Mr. Annes took up in his paper the 
proceedings before trial and developed 
exceedingly interesting situations on the 
free and easy joinder of parties per 
mitted under the new law. 
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LIQUIDITY 


From regular sources of income, 
without the sale of any asset, the 
Company has met unprecedented 
demands for policy loans and 
other policy obligations, and has 
in addition improved its already 
excellent liquid position during 
the current year, increasing its 
holdings of Cash and U.S. Gov- 
ernment Bonds from 10.9 per 
cent of its total assets on Decem- 
ber 31st last to 15.2 per cent as 


of September 30th. 










NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacswent 
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Investments Discussed at 
Detroit Actuaries Meeting 








FIRST MORTGAGES DEFENDED 
Charbonneau Says Real Estate Loans 
Have Proven Bulwark—Biggs 
and Akey Speak 





Life insurance investments were dis- 
cussed at the last meeting of the De- 
troit Actuarial Club. L. H. Charbon- 
neau, vice-president of the Detroit Life, 
said that life insurance investments in 
the future must show a greater degree 
of liquidity. Well selected first mort- 
gage loans have an_ important place in 
the properly diversified investment port- 
folio as there is no satisfactory substi- 
tute for the first mortgage as a medium 
of investment for funds which require 
maximum yield with unquestioned se- 
curity. Real estate investments during 
the recent trying years have experienced 
no more than their proportionate share 
of the difficulties found in the handling 
of all investments. There has been 
much unwarranted talk about real 
estate investments and a great deal of 
criticism has been offered in generalities, 
being true only in particular instances. 
Much of the criticism, said Mr. Char- 
bonneau, made against real estate in- 
vestments should be directed against 
errors of judgment in selection when 


well recognized fundamentals were 
completely ignored. The isolated in- 
stances of actual dishonesty in real 


estate investments, said Mr. Charbon- 
neau, should not be considered in mak- 
ing a fair test of the type as a whole. 


Losses Relatively Negligible 


The ratio of loss from first mortgage 
investments is relatively negligible. 
Mortgage investments of the life com- 
panies on the other hand have been a 
bulwark rather than an element of 
weakness. Of those companies which 
had occasion to borrow, little collateral 
has been found on their books more ac- 
ceptable than their prime first mort- 
gages, which offsets the charge of lack 
of liquidity. 

C. L. Biggs, secretary of the Macca- 
bees, also discussed mortgage loans. He 
said that their selection should be left 
absolutely to those who have had ex- 
perience and training. If this had been 
done in the past, the business would not 
be confronted with the problem today. 
If loans could be made absolutely on 
their merits and not subject to a “rake- 
off” system, said Mr. Biggs, it would 
be possible to benefit by the high yield 
of mortgages without suffering any of 
the bad effects. The quality of loans in 
the past has been contaminated by the 
unscrupulous appraisals actuated by 
mercenary motives. It is necessary to 
carefully analyze the property on which 
a loan is made and consider the men- 
aces which might depreciate its value. 


Akey Views Defaulted Bonds 


Che defaulted bond problem was con- 
sidered by E. K. Akey, manager of the 
Maccabees investment department. He 
said he had considerable contact with 
protective committees on defaulted 
bonds and he deems it necessary that 
legislation similar to the Sumner-Wil- 
cox bill be passed for the ultimate solu- 
tion of the defaulted bond situation. He 
said this is the consensus of opinion 
among protective committees, although 
the criticisms of the measure are recog- 
nized. “Under the present laws a small 
minority can defeat the most equitable 
refunding program and with the safe- 
guards that have been proposed, placing 
a large share of the responsibility under 
a federal court jurisdiction, the rights 
of the bondholders will be in a large 
measure protected.” 


Has Best Week Since 1929 


The Kansas City Life wrote more 
business in the week of Dec. 11 than in 
any one other week since 1929. 











Life Annuity Is Cooperative 





In explaining a life annuity to a pros- 
pect, agents should point out that it is 
a cooperative operation. An annuitant, 
says J. Charles Seitz, Chicago consult- 
ing actuary, participates in the distribu- 
tion of the reserves released by the 
death of other annuitants. When an 
annuitant dies the reserve released by 
death is apportioned among the surviv- 
ing annuitants and the survivors’ in- 


number of annuity contracts have been 
issued or a large percentage of the risk 
is reinsured, says Mr. Seitz. 
Continuing further he says: “If an an- 
nuity of $10,000 be applied for by an 
annuitant age 65, a company which has 
in force annuity contracts providing for 
annuity payments totaling only a small 
amount cannot issue the contract unless 
the proper percentage of the risk be re- 
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dividual shares are invested at interest 
and the accumulations are for the future 
benefit of the survivors. 


Shows Operation of Funds 


The attached chart which is based on 
the American male annuitants table 
(ultimate)—4% percent, shows how 
Fund “A,” created by the annuitant’s 
initial contribution of a net single pre- 
mium, is exhausted by annuity pay- 
ments. Fund “B” is the companion fund 
from which the annuitant receives pay- 
ment after his initial contribution is used 
up. Fund “B” is made up of the an- 
nuitant’s share of reserves released by 
the death of other annuitants. 


insured. If the company should issue 
the contract without reinsurance, it 
would place itself in the betting busi- 
ness by considering that the annuitant 
may die within a time to show a profit 
but with the chance that a loss would 
be incurred. The loss incurred at the 
end of the tenth year by the survival of 
the annuitant to such time would be 
$48,617. 

“If there were a large group of an- 
nuitants age 65 at time of applying for 
the contracts, if all contracts now in 
force were ten years old and if the mor- 
tality each year were ten percent less 
than expected, the company would in- 
cur a loss of 48.6 cents for each dollar 





In writing annuities a company can- 
not accept jumbo cases unless a large 





of annuity payments on the books at 
the end of such tenth year.” 








Farm Credit Administration 
Is Stepping Up Production 





The Farm Credit Administration is 
now well under way and is stepping up 
“production” in granting farm loans at 
a lively pace. The task confronting the 
organization has been overwhelming. 
Within the past five months it has had 
425,000 applications for loans totaling 
nearly $1,750,000,000. It has had to ex- 
pand the appraisal force from 210 to 5,- 
000 and the whole organization has had 
to be enlarged in proportion. While the 
delay in getting through loans has been 
exasperating it is now believed that the 
situation is well under control. 


Companies Better Satisfied 


So far as insurance farm loans are 
concerned the companies are much bet- 
ter satisfied with the situation than they 
have been in the past. As an example, 
one company has received about $1,000,- 
000 in settlement of its mortgages and 
accrued interest through the Credit Ad- 
niinistration and on these mortgages it 
has sustained practically no losses. Of 
course in certain sections the valuations 
are not as good as in others. In the 
northwest Montana is poor, as is South 
Dakota, while North Dakota is good. 
Texas in the southwest is very good 
while in the southeast Georgia is not so 
good. There are sections where drought 
has prevailed for a number of years and 
of course these are not so good. 

To show how the Farm Credit Ad- 
ministration is stepping up its activities 
in July it closed about $3,500,000 of 
loans, in August $7,000,000, in Septem- 
ber $13,000,000, in October $23,000,000, 
in November $58,000,000 and it is now 
closing about $3,000,000 a day. 

Insurance companies are reporting a 
greatly increased efficiency in the Farm 








Aggressive Sales Cemesion . 
Is Based on Family Income 


INAUGURATED AT MEETINGs 
Agencies of the Northwestern Mutual 
Throughout Country Start Drive 
on New Contract This Week 





The Northwestern Mutual’s new fam- 
ly income contract issued as a supple. 
mentary benefit based on ordinary life 


|} and term insurance, is being pushed ip 





Northwestern Mutual Lists 
Speakers at New York Rally 


Agents of Northwestern Mutual Life | 
in the New England, middle and south 
Atlantic states, holding their annual con- 
vention in New York City at the Wal- 
dorf-Astoria, Jan. 3-4, will be addressed 
oy several executives of the home of- 

ce. 

Percy H. Evans, vice-president and 
actuary, will speak at the first session 
on “The Big Tent vs. the Side Show.” 
) E. H. Fitzgerald, vice-president, will be 
the principal speaker at the banquet. 
An address will be given by Grant L. 
Hill, director of agencies. President M. 
J. Cleary will speak at the luncheon. 

Other speakers include J. M. Hol- 
combe, Life Insurance Sales Research 
Bureau, who will discuss “The Business 
Side of an Agent’s Obligation,” and Dr. 
S. S. Huebner, dean American College 
of Life Underwriters, who will speak on 
“The Creative Side of an Agent’s Ob- 
ligation.” 

Thursday morning H. Ward Meacham 
will discuss “Writing Annuities,” while 
W. R. Chapman, assistant director of 
agencies, will talk on “Women and Chil- 
dren First—Then Women and Chil- 
dren.” H. D. Josephson appears on the 
same program speaking on the subject 
“The Family Income Policy,” just an- 
nounced by the company. 

Speakers at a district agents’ confer- 
ence Thursday afternoon will include 
President M. J. Cleary, Mr. Hill, R. A. 
Clark and W. Ray Chapman, assitant 
directors of agencies, and E. R. Gettings, 
general agent at Albany, N. Y. E. N. 
Harnish, district agent at Lock Haven, 
Pa., will preside. D. M. Carver, Bea- 
ver, Pa., G. Brady Buckley, Parkers- 
burg. W. Va., and Paul S. Sprout, 
Binghamton, N. Y., district agents, will 
discuss “Possibilities of District Agency 








Credit Administration. 





Developments,” as they see them. 


an aggressive nation-wide campaign 
which was inaugurated at agency meet- 
ings held simultaneously throughout the 
country this week. A complete sales 
program based on the contract was pre- 
sented to the agents, including two di- 
rect mail letters sent by the home office 
for which the agents pay a nominal 
sum, pamphlets and a special family in- 
come presentation which is worked out 
in the presence of the prospect and con- 
tains unusual features. 

A six-weeks’ qualification contest 
was started this week to end Jan. 31, 
followed by a contest of similar dura- 
tion, between 50 “Top Flight” agents 
who led in the qualifying round, and a 
“Second Flight.” Each agency will have 
a local contest based on number of lives. 


Has Special Advantages 


The Northwestern’s new contract is 
said to be somewhat different from any 
other family income benefit heretofore 
offered by any company. It contem- 
plates dependency periods either ten, 
15 or 20 years, the selection of which 
determines the total amount of insur- 
ance the applicant will have. For in- 
stance, one who buys $10,000 family in- 
come with 20 year period gets also some- 
thing over $13,000 term insurance, or a 
total of over $23,000 of protection. 

The term insurance may be con- 
verted in the dependency period with- 
out medical examination, but unless this 
is done the policy reverts to the amount 
of face of the ordinary life portion at 
the end of the period. 

Under the Northwestern’s contract, 
income for the full selected period will 
be paid in event of the policyholder’s 
death at any time in the period. Many 
family income contracts employ de- 
creasing term insurance to provide the 
income, so that passage of each year of 
the dependency period without the pol- 
icyholder’s death decreases by a year 
the period in which the income would 
be paid if he should die. The income 
feature in many contracts runs out at 
the end of the dependency period. 

Agents are being stimulated to sell 
the new policy by special honors in va- 
rious groups, to be awarded when the 
two contests are concluded. 

The agent who pays for the largest 
number of lives on family income form 
during the entire contest will be 
awarded a grand prize of a Diamond 
Life Bulletin subscription for a year 

The agent who pays for the most 
lives on family income by Feb. 1 will 
receive an insurance library of ten 
books, and the other agents in the top 
flight of 50 each will receive subscrip- 
tion to an _  imsurance publication 
Another insurance library will be 
awarded the leading agent in the second 
contest period, with an insurance book 
to ten agents in the top flight who make 
greatest numerical increase in lives over 
the first contest period, and an insur- 
ance book to each of ten second flight 
leaders for numerical increase. 

There also will be agency prizes, con- 
sisting of three direct mail campaigns 
to each agency, to be won in the first 
contest and used in the second. 

The publicity material furnished the 
agents gives detailed working plans, 
who are prospects, how mailings should 
be sent, etc. An attractive folder of 
several pages is furnished for a call- 
back, and also an introduction card 
signed by Grant L. Hill, director of 

(GONTINUED ON PAGE 16) 
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| Western & Southern Life 
Advertising Head Dead 











CHARLES M. 


CINCINNATI, Dec. 21.—Charles M. 
Biscay, advertising manager Western & 
Southern Life died at 2 o’clock Wednes- 
day morning following an illness re- 
sulting from his recent nervous break- 
down. 

Mr. Biscay was born in Brooklyn, 
Dec. 4, 1875. He began his insurance 
career writing for the New York Life 
when he was 19 years old. He studied 
law for two years and then entered the 
service of the Metropolitan Life as an in- 
dustrial agent. Later on he was ap- 
pointed assistant superintendent and then 
superintendent. He served as business 
manager of the “Insurance Press” of 
New York for 17 years and in that ca- 
pacity became acquainted with insurance 
people all over the country, he being re- 
garded as an authority on industrial life 
insurance. He joined the Western & 
Southern Life and served it in different 
capacities. He has been active in vari- 
ous outside lines in Cincinnati and re- 
cently had charge of the publicity for 
the NRA movement in his city. 

It was just a few days ago that Frank- 
lin Webster, publisher and editor of the 
“Insurance Press” with whom Mr. Bis- 
cay was associated, died. 


Rascoe Case Results Not 
as Bad as Were Expected 


The famous Rascoe case against 
the Federal Life, decided in 1926, has 
not had nearly as bad an effect on acci- 
dent and health companies and life 
companies writing disability benefits as 
was feared at that time, Jerome Kutak, 
counsel for the Federal Life, told the 
Chicago Claim Association at its De- 
cember meeting. Mr. Kutak reviewed 
the court decisions since that time, sur- 
prisingly few in number, in which the 
issues raised in the Rascoe case were 
brought up. 

Ruling in Rascoe Case 


In that case, which originated in Ten- 
nessee and was decided by the United 
States circuit court of appeals for that 
district, it was held that there had been 
a breach or repudiation of contract 
when the company refused to make 


BISCAY 





further payments to the assured on the } 


ground that she was no longer totally 
disabled, and that she was entitled to 
recover as damages the entire amount 
that would be due for the rest of her 
life expectancy, based on actuarial 
tables, which in this case amounted to 
about $23,000. It was felt by many com- 
pany officials at that time that the de- 
cision was fraught with great danger to 
the business. 

Mr. Kutak showed, however, that the 
federal courts in other sections have 
uniformly refused to accept that doc- 
trine, specifically referring to the Ras- 





coe case in some instances and holding 
that while an assured can sue for in- 
demnities that would be due at the time 
of the suit, he cannot recover for those 
that are to accrue in the future. Only in 
Arkansas have the state courts of last 
resort followed the rule laid down in 
the Rascoe case, but some of the de- 
cisions there have gone even farther 
on that point. 

Mr. Kutak also discussed what con- 
stitutes repudiation of a contract, point- 
ing out that this occurs only in cases 
of fraud or misrepresentation in secur- 
ing the policy, in which case the com- 
pany contends there never has been a 
valid contract, and in case of lapse, 
where the contract has ceased to exist, 
and that there is not a _ repudiation 
where the company declines to pay a 
claim on the ground that it is not cov- 
ered by the policy, as that action recog- 
nizes the contract as still being in effect, 
although in the Rascoe case that action 
was construed as a repudiation. 

While the United States Supreme 
Court declined to review the Rascoe 
case, thus leaving the judgment of the 
lower court in effect, Mr. Kutak ex- 
pressed the belief that if the point at 
issue ever came squarely before the su- 
preme court it would not sustain the 
doctrine of anticipatory damages. 








Jumbo Applications Are 
Vexing Home Office Men 





NEW YORK, Dec. 21.—Big cases, 
one or two running up to $1,000,000, 
have been coming through in the last 
few weeks in a number unusually large 
for the depression period. A substantial 
portion of this is business insurance, 
largely on the lives of younger execu- 


tives, who have been showing their 
worth in building up business enter- 
prises in spite of bad times. In some 


cases younger men are taking over the 
responsibility in family businesses, the 
father or older generation retiring to a 
life of leisure. 

The comparatively young age of most 
of the applicants for recent large lines 
is felt to make the insurance less haz- 
ardous from the company’s point of 
view. At the same time, at say 35 or 
40, they are old enough so that they 
can be considered fairly dependable, 
both from a financial and physical point 
of view. There is always a chance that 
a young fellow just out of college and 
taking over a thriving business built up 
by his family may use his newly ac- 
quired power and affluence to ruin the 
business and his own health. 

Home office underwriters are not yet 











in agreement on the question of large 
risks, some feeling that even the magni- 
tude of those being currently accepted 
is too large. The more optimistic be- 
lieve that the use of the electrocardio- 
gram, x-ray and blood sugar tests make 
it possible to accept large risks without 
the danger of losses that characterized 
the jumbo lines Seeeneane in the pre 
depression peri 

Nationalization Move in Canada 

OTTAWA, CAN., Dec. 21.—Nation 
alization of the entire life insurance busi- 
ness in Canada will be proposed at the 
coming session of parliament by Wil 
liam Irvine, M. P., Wetaskwin, Alta. 

Mr. Irvine declared here that the tre- 
mendous amount of money paid an- 
nually by the Canadian people to pri 
vate companies for insurance protection 
could be greatly reduced to the individ- 
ual under government operation. 

“The insurance business is the safest 
business in the world,” Mr. Irvine 
stated, “and there is no reason why a 
nation should not conduct the insurance 
business for its people on the principle 
of group insurance, so that every man 
and woman in this country may be in- 
sured. Under the one control by the 
government, competition costs would be 
decreased enormously and the cost of in- 
suring would be reduced substantially 











RETENTION 





The customer file post-mortem is a sad thing in many agencies. 


rire 


names clutter up the records. 





Dead 


Customer turnover is costly to agency growth. Old business—evidence 


of DURABILITY—should be as easy to keep as new is to get. 


Established confidence, proven performance, can help reduce this loss. 
Continental agency contracts insure growth, guarantee DURABILITY. 
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Latest Dividend Action Given 








Among companies which have an- 
nounced their dividend action to date 
are the following: 

Abraham Lincoln, 
effective Jan, 1. 

Aetna Life—No change in participating 
department. Interest in par department 
on funds left on deposit, and in non-par 
department on funds upon which excess 
interest is paid, 4% percent. 

Bankers of Nebraska, 1933 
tinued, effective Jan. 1. 

Berkshire—Will pay same dividend for 
first quarter as individual policies re- 
ceived under 1933 scale, amounting to 
temporary reduction as normal increase 
not apportioned. 

*x* * x 


Canada Life—Retains 1933 scale for 
first half of 1934. Continues maturity 
and persistency dividends, which under 
annual dividend policies will be larger 
in 1934. Interest on funds left on de- 
posit 4% percent where payable in first 
half of 1934, a reduction from 5 percent. 

Connecticut General—Reduction of ap- 
proximately 30 percent effective Jan. I, 
applying for entire year on policies with- 
out disability, and on policies with dis- 
ability issued prior to April 1, 1928. Di- 
vidends for policies with disability issued 
prior to Aug. 1, 1924, with some excep- 
tions, follow lower dividend scale. In- 
terest on funds left on deposit reduced 
from 4.5 to 4.25 percent. 

Connecticut Mutual—Dividend reducti- 
tion 25 percent; interest rate reduced 
from 4.6 to 4.4 percent. 


* * * 


Continental American—Continues 1933 
scale for first half year. 

Cosmopolitan Old Line, Neb.—Continues 
1933 scale. 

Durham Life—No change. 

Equitable of New York—Appropriates 
6 percent less for 1934 than in 1933; 
interest on funds left on deposit 4.25 
percent; on supplementary contracts and 
special refund annuities 4.4 percent. 

Fidelity Mutual—No change; officers 
state company need not commit itself 
on dividends for a full year or more. 

General Mutual—Continues 1933 scale, 


scale continued, 


seale con- 


effective Aug. 1, 1934. 
x * * 
Great West Life, Winnipeg—Increase 
in 1934. Paid-up policies now in force 
to participate; all existing par policies 


amended to entitle to take paid-up par 


policy; no profits on extended insurance 
nor on paid-up policies taken in surren- 
der of non-par policies. 

Guardian of New York—Continuing 
1933 scale. 

Home of New York—Continuing 1933 


scale for first quarter of 1934. 

John Hancock—Dividend “substantially 
reduced,” an increase of about 8.5 per- 
cent in net cost; interest reduced from 
4.5 percent to 4 percent. 





Lincoln Liberty, Neb.—No change. 

Manhattan Mutual—Scale increased 1 
percent effective March 1. 

Manufacturers’ Life, Toronto — No 
change; interest on funds left on deposit 
reduced from 5 to 4% percent. 

Midland National—Continued, effective 
Feb. 1. 

*x* * * 

Midwest, Neb.—No change. 

Mutual Benefit—Dividend cut 17 per- 
cent; interest on proceeds reduced from 
4.5 percent to 4.25 percent; interest on 
dividends left with company reduced 
from 4.25 to 4 percent. 

Mutual of New York—Reduction aver- 
aging approximately 8 percent, total dis- 
tribution to be $30,000,000. 

National of Vermont—Dividend cut 23.5 
percent, increase of about 6 percent in 
net cost; interest reduced from 4.5 per- 
cent to 4.25 percent. 

New England Mutual—Continuing 1933 
seale; interest reduced from 4.75 to 4.25 
percent. 

x * x 

New York Life—No change in first 
quarter of 1934. Interest on funds left 
on deposit 4 percent; on all other funds 
4% percent. 

Northwestern Mutual—Dividends re- 





duced 25 percent; interest reduced from | 
4.8 to 4.6 percent. 

Provident Mutual—Dividends reduced 
about 30 percent, equivalent to increase 
of about 7.5 percent in net cost; interest 
rate reduced from 4.75 to 4.5 percent. 

Rio Grande National—No change. 

State Mutual—Dividends reduced ap- 
proximately 24 percent; interest rate on 
deferred settlement reduced from 4.6 to 
4.4 percent; on dividend accumulation 
from 4.6 to 4.25 percent. 

Union Central—Continuing 1933 scale 
for first five months. 

*x* * * 

The Union Labor Life, whose dividend 
year begins April 1, probably will con- 
tinue the 1933 scale. The Southeastern 
Life contemplates a change. 

Webster Life—Scale continued effec- 
tive April 1. 

West Coast Life—Dividends reduced 15 
percent June 1, 1933. 

Wisconsin Life—Increased dividend 
scale 10 percent for first six months of 
1934. Interest on funds left with the 
company 4 percent. 





New Minnesota Directory 
Is Now Being Distributed 


The new edition of the Underwriters’ 
Hand-Book of Minnesota has just come 
from the press. This volume shows the 
complete situation in Minnesota insur- 
ance wise both from the standpoint of 
the agencies located in the state and of 








the companies operating there. The 


agency directory department shows the 
list of agents in Minnesota together with 
the companies which they represent for 
fire, casualty and life. Statistical infor- 
mation is included which gives fire and 
life insurance for the past six years in 
the state and casualty insurance for the 
past two years classified as to lines. 


Murray Loses Point 


A three-judge district court at Okla- 
homa City has sustained a demurrer of 
the Prudential to Governor Murray’s 
quixotic application for receiver for the 
company’s Oklahoma properties. The 
court held the petition presented insuffi- 
cient grounds. The expectation is the 
petition will be amended so the case can 
be tried on its merits. This suit was 
brought in an effort to collect $550,000 
in fees and penalties which Murray con- 
tends are due the state of Oklahoma 
from the Prudential. He contends the 
Prudential failed to file a copy of its 
charter with the secretary of state, but 
the Prudential points out it is required 
to file only with the insurance depart- 
ment. 


Macken Has Agency School 


J. B. Macken of Macken & Ballou, 
Detroit managers of the Mutual Life of 
New York, has just completed a very 
successful agency school. Twenty-five 
prospective representatives were en- 
rolled. Agency Organizer H. C. Bray- 
ton assisted in the instruction. 


Western & Southern Appointments 


Claude Hutcherson, St. Louis, has 
been appointed home office inspector by 
the Western & Southern Life. The 
company has appointed these super- 
intendents: W. J. Decker, Covington, 
G. E. Fessler, Newport, Ky.; O. 
L. Stanley, Bay City, Mich.; H. C. 
Bloss, Manchester, O.; Robert Fer- 
guson, Dayton; A. B. Sundell, Chicago; 
C. J. Archer, Terre Haute, Ind. 


Plans for 1934 Conferences 


Tentative plans were made for the 
1934 special and annual conferences, at 
the winter board meeting in New York 
of the officers and directors of the Life 
Office Management Association. The 
eastern spring conference will be held in 
New York City in April and the mid- 
west special conference in Chicago the 
latter part of May. 

The 1934 annual conference will be 
held at Hartford early in October. It is 
expected that between 2,000 and 3,000 
home office employes will take the ex- 
amination of the Life Office Manage- 
ment Association Institute in May. 











Angus O. Swink 
President 





To the Thinking Life Insurance Men 


of America 


Christmas Day in many homes will be made 
brighter each year through checks from Xmas 
remembrance policies—a gift continuing long 
after the giver has gone. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


Wm. H. Harrison 
Vice Pres. & Supt. of Agencies 











Weissman a Chief of 
Boston Group at Meeting 


ANNUAL GATHERING IS HELD 





Life Underwriters Association Hears 
Insurance Commissioner Brown 
and John A. Stevenson Speak 





BOSTON, Dec. 21.—At the annual 
meeting of the Boston Life Underwrit- 
ers Association this week S. D. Weiss- 
man, immediate past chairman executive 
committee of the association was elected 
to the presidency. He holds the rank of 
major in the S. Reserves and was 
captain of infantry during the World 
War. He was educated at Yale and is 
also a graduate of the Northeastern Uni- 
versity Law School. Mr. Weissman is 
agency group supervisor in Boston for 
the Equitable Life of New York and is 
a life member of the National Million 
Dollar Round Table. He holds the dis- 
tinction of being the first president of 
the Boston C. L. 


Other Officers Elected 


Other officers chosen were: J. V. 
Gridley, Connecticut General, first vice- 
president; A. J. Murphy, Metropolitan, 
second vice-president; Paul S. Burns, 
Mutual Life of New York, secretary- 
treasurer. C. W. Wyatt, John Hancock 
Mutual, chairman, executive committee. 
Members of the executive committee are 
G. P. Smith, New York Life; B. H. 
Badenoch, Northwestern Mutual; F. E. 
DeGroat, Mutual Benefit; Paul Black- 
mur, Massachusetts Mutual; Nathan EI- 
holz, John Hancock; W. L. Wadsworth, 
New England Mutual; R. E. Clark, Con- 
necticut Mutual; W. N. Watson, Phoe- 
nix Mutual; Manuel Camps, Jr., Penn 
Mutual; M. E. Watson, Boit, Dalton & 
Church and C. E. Thayer, Provident 
Mutual. 

The Boston association, on the occa- 
sion of its 50th annual dinner, was host 
to Commissioner of Insurance M. L. 
Brown and John A. Stevenson, man- 
ager home office agency Penn Mutual 
Life. Mr. Brown pointed out the ab- 
solute security and stability of the legal 
reserve life companies doing business in 
Massachusetts. 


One-Act Play Given 


Following President H. P. Cooley's 
address, the audience heard a one-act 
play entitled “One Way to Do It” as 
produced by five of its prominent mem- 
bers: W. L. Wadsworth of the Moore 
& Summers home office agency of the 
New England Mutual, who took the 
part of the agent, his “sweetheart” 
Catherine Shepherd of the Boston Life 
Underwriters Association, C. C. Gilman 
of the National Life of Vermont, a hard 
boiled prospect, C. C. Joubert of the 
Connecticut General, employed by the 
prospect and opposed to the intentions 
of the agent, and David Lynn of the P. 
J. Craffey agency of the Metropolitan, 
who took the part of a hard boiled cop. 
The playlet was produced and written 
jointly by Michael Alperin of the Mu- 
tual Benefit and A. H. Lythgoe, execu- 
tive secretary of the Boston association. 
It was a farce and told of the vicissitudes 
of the new agent on his first call, who, 
through his enthusiasm finally found him- 
self virtually thrown out of his pros- 
pect’s office and finally sells his policy 
to the “hard boiled cop” who proves to 
be his saviour. 

Francis Cook of the P. F. Clark 
agency of the John Hancock Mutual, an 
impersonator, was introduced by Presi- 
dent Cooley as the insurance advisor to 
Premier Mussolini. 

The principal speaker John A. Steven- 
son chose as his topic “The New Fron- 
tiers’’ and discussed the rapid changes 
coming about in life insurance selling. 


The Aetna building provided a delight- 
ful place for conducting an efficient con- 
vention. A Christmas tree and seasonal 
decorations in the auditorium added 4 
pleasant holiday atmosphere. 
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Gets Promotion 














WIGHTMAN 


E, C. 


E. C. Wightman, controller at the 
head office of the Lincoln National Life, 
who becomes vice-president and con- 
troller, started with the company in 
1930 as assistant secretary. 


Senator Gia 4 to Chdees 





New York Life Supervisor of Agencies 
Given Extra Territory—Oltman 
Takes Another Branch 





Important changes in the set-up of 
the mid-west department of New York 
Life are being made, effective Jan. 1. 
O. R. Carter of Des Moines, supervis- 
or of agencies of the department, is 
transferred to Chicago, where in addi- 
tion to retaining supervision over 17 
lowa counties he is being given direc- 
tion of 17 counties in northern Illinois. 

E. A. Oltman, agency director North- 
ern Illinois branch since 1919, is trans- 
ferred as agency director to the Insur- 
ancce Exchange branch, which is mov- 
ing into larger quarters in the Insurance 
Exchange, Chicago, and is to be con- 
siderably increased in size by transfer of 
some 25 agents from the Northern IIli- 
nois and another branch. 

Mr. Oltman succeeds S. H. Birgel as 
agency director of the Insurance Ex- 
change branch, Mr. Birgel going into 
the field, operating out of the branch. 

Mr. Carter has served the New York 
Life more than 20 years, having been 
agency organizer in Memphis, Tenn., 
then agency director in Shreveport. Fol- 
lowing this he was for two years travel- 
ing supervisor, operating out of the 
ee office. He then was transferred 
to Des Moines four years ago as super- 
visor of agencies. 


Mr. Oltman also has served 20 years, 
mostly in Chicago. For a long time he 
was associated with the late J. A. Camp- 


bell, supervisor of agencies central de- 
partment and in charge central branch, 
Chicago. 

Party of 50 Gulf States 


Security Men on to Mexico 





Agents of the Gulf States Security 
Life of Dallas are looking forward 
eagerly to the annual convention trip 


which this year will be to Mexico City, 
Dec. 28-Jan. 4. Those who have not 
qualified for the journey may go by 
paying $1.75 per thousand for the 
amount they are shy of the $75,000 
quota. However, if the quota is at- 
tained before Dec. 31, the amount the 
agent has paid for the trip will be re- 
turned. More than 20 have already 





directors and stockhold- 
make the trip at their 
own expense, will be in the party. 

A one day agency nouns will be 
held at the home office Dec. 27. Com- 
missioner Daniel of Texas will be a 
guest speaker. President Marvin will 
review the year and discuss 1934 plans. 


Decker Leaves U. S. Life 


W. H. Decker, for the past year sup- 
erintendent of agencies of the United 
States Life, has resigned effective Dec. 
31 to go into business for himself in a 
field outside life insurance. Prior to 
joining the United States Life Mr. 
Decker had been in the securities busi- 
ness. 


Herman L. Ekern Honored 


former 


ber of officers, 
ers who will 


Herman L. Ekern of Chicago, 
commissioner of Wisconsin and later 
attorney general of the state, has been 
elected a director of the Foreign Bond- 
holders Council, an organization formed 
at the suggestion of President Roosevelt 
to render aid to American investors in 
foreign government bonds. 


Spaulding Course Ends 


Spaulding agency of the Mutual | 
New York in Chicago Dec. 19 


The 
Life of 
completed a ten weeks’ 





Tuesday night | H. Steffelin, 


course of instruction for new agents 
with an average attendance of forty- 
five. Unusual interest in life insurance 
field work as a vocation was manifest. 
The agency is $1,000,000 ahead this year 
over its paid-for record in 1932. 


Maurice Hartwell Secretary 


Maurice Hartwell, actuary of the Peo- 
ple’s Life of Frankfort, Ind., has been 
elected secretary, and H. W. Smith is 
the new actuary. Mr. Hartwell is a 
native of Saranac, Mich. He succeeds 
D. C. Trent, who resigned as secretary. 
Mr. Hartwell graduated from the Uni- 
versity of Michigan and for a number of 
years was connected with one of the 
large fraternals in Detroit. Mr. Smith 
is also a graduate of the University of 
Michigan and has had a number of 
years of actuarial experience. 





Illinois Bankers in Chicago 
H. E. Moody is one of the new gen- 
eral agents of the Illinois Bankers Life 
of Monmouth, IIL, located at 4000 West 
North avenue, Chicago. He started 





with the Metropolitan Life and later was 


connected with the Aetna Life. ‘che 
Mid-West Agency is located at 4000 
West North avenue, another firm also 


having a general agency contract. E 
well known in Chicago in | 


life insurance cicrles, is head of the As- 


sured’s Underwriters Corporation of 
Oak Park, Ill., and has a number of 
salesmen. 

James P. and John Sullivan are now 


producing business for the Illinois Bank- 
ers with headquarters at 30 North La 
Salle street, Chicago. 


Combines Three Agencies 


The Franklin Life has combined three 
agencies in northern Illinois with head- 
quarters at Rockford. They are T. J. 
Miller, Jr.. W. E. McCabe and A. F. 
Wagner. Mr. Wagner will continue as 
agent at Freeport, Ill., but on account 
of ill health will devote his entire time 
to personal production. Mr. Miller will 
have charge of agency development in 
his own and the Wagner territory. Mr. 
McCabe will continue as general agent, 
both Mr. Miller and Mr. McCabe being 
in the Rockford National Bank building. 


Honor Head on Birthday 


W. W. Head, president of the Gen- 
eral American Life, was guest of honor 


‘at a luncheon given by the agents of 


the St. Louis general agency on his 56th 
birthday. He was presented with more 
than 56 applications for new life insur- 


ance, all dated on his birthday. 








Children 








qualified and about 50 including a num- 


goes to see them. 


THE MINNESOTA MUTUAL LIFE INSURANCE 


ORGANIZED SELLING METHODS 


Effective, tested methods of telling a convincing story have now 
been developed for Minnesota Mutual Field Men to fit several 
"life situations" — 


With us you have a way to find and proceed effectively with 
Young Men 
Employed Women 


Men who have to rebuild their whole program 


A Minnesota Mutual representative knows how to keep supplied 
with such prospects to see—and he knows what to do when he 


Minnesota 


Saint Paul, 
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NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate Books, etc. Supplementing 


the “Unique Manual- 


Digest” and ‘‘Little Gem,”” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Revises Retirement Annuity 


Massachusetts Mutual Reduces Income 
Under Contract Jan. 1., Makes 
Other Changes 





The Massachusetts Mutual Jan. 1 will 
bring out a revised retirement annuity 
embodying a number of changes, the 
most important of which is that income 
under the contract will be reduced ap- 
proximately to the scale in force among 
many other larger eastern companies. 
The Massachusetts Mutual heretofore 
has held a competitive advantage under 
this contract due to the higher income. 

The monthly income per $100 pre- 
mium unit for contracts with longer de- 
ferred periods will be reduced to a level 
from 1 to 2 percent less for both sexes 
than the old contract, and for shorter 
periods from 3 to 6 percent less. Cash 
values also are slightly reduced for the 
first 26 years but are higher thereafter. 

An important change is that payment 
of first dividend is contingent upon pay- 
ment of second premium. The Massa- 
chusetts Mutual under all contracts in 
the past has not made this requirement 
but paid first dividends without regard 
to the payment of the renewal premium. 

The death benefits under the contract 
will equal the amount of total premiums 
paid or the cash surrender value, which- 
ever is greater. Cash value exceeds 
total premium beginning with the eighth 
policy year. 


Salary Continuance Contract 


Northwestern National Brings Out Par 
and Non-par Forms Paying $100 a 
Month for Two Years 











The Northwestern National has 
brought out a “salary continuance” pol- 
icy on both participating and nonpar- 
ticipating basis, providing $100 monthly 
income to beneficiary, payable for two 
years after the policyholder’s death. 
The commuted value is $2,323. 

The non-par form carries a guaran- 
teed premium reduction, which gives de- 
creasing costs over the first ten-year 
period, after which the contract becomes 
participating. Regular policy provisions 
and non-forfeiture values are given, the 
cash values per $1,000 at quinquennial 
ages on the contract taken at age 35 
being: End third year $20; fifth $48; 
tenth $126; 15th $212; 20th $306; 25th 
$405; 30th $507; 35th $606; 40th $703; 
45th $811, and maturing as an endow- 
ment at age 85. Rates at quinquennial 
ages on the two contracts are: 





Age Par Non-par Age Par Non pez 

21...$42.28 $41.81 45..$ 85.79 $ 85.25 

25... 46.20 45.74 50.. 105.88 105.12 

30... 52.41 61.71 65.. 133.71 $3.3 

35... 60.49 59.58 60.. 172.92 171.79 

40... 71.22 70.74 65.. 229.14 226.84 
Country Life 


The Country Life of Illinois is prepar- 
ing to increase its surrender values and 
modify its dividend scale. The dividends 
at the higher ages will be reduced more 
than at the lower ages to conform with 
the American Men table and the com- 
Ppany’s own experience. The plan is, 
however, not to pay out lower dividends 
than last year, but merely to keep the 
amount level. 





Franklin Meet Jan. 22 


The Franklin Life’s Texas convention 
will be held in San Antonio, Jan. 22-23. 
Rollin Young, vice-president in charge 
of agencies, will attend from the home 
office. The Franklin Life will be ob- 
serving its 50th anniversary in 1934. 





Equitable Dividends Lower 
Appropriates 6% Less for Payments in 
1934—Interest on Dividends, Pro- 
ceeds on Deposit 444% 





The Equitable Life of New York is 
appropriating $2,500,000 less for divi- 
dends in 1934 or a 6 percent decrease 
from its $41,000,000 appropriation this 
year. On the ordinary life at age 35 the 
scale is reduced 3 percent up to the 
fourth year, 4 percent up to the tenth 
year and 5 percent on older policies. 
On 3% percent reserve policies and 
annuities where the excess interest is 
the principal factor in the dividend, the 
percentage of decrease is substantially 
greater. The difference between the 
1934 and 1933 scales on policies provid- 
ing for disability income will be the 
same in dollars and cents as on policies 
without the disability feature. The 1934 
excess interest rate is 4.4 percent for 
supplementary contracts and special re- 
fund annuities on an annual basis. For 
fractional payments the interest will be 
4.25 percent, the same rate that will be 
paid on dividends and proceeds of poli- 
cies left with the company. Nonpar- 
ticipating funds left on deposit will also 
be paid 4,25 percent. 

The dividends on special life annuity 
contracts are the same for all ages at 
issue and for all durations. The 1934 
cash dividend amounts to $4.50 or $3.75 
per premium unit of $1,000, according to 
whether annuity payments are being 
made annually or more frequently. 

The 1934 dividend scale for the prin- 
cipal policies are given below. The pay- 
ments for the fifth year include the spe- 
cial dividends. These dividends do not 
apply to policies containing the full 
disability benefit issued prior to Feb. 1, 


1930. 
20-Year Endowment Per $1,000 
o——— Dividend Year. 
Age Prem. 2nd 5th 10th 15th 20th 
15 $47.79 $5.41 $13.35 $10.35 $14.20 $18.32 
16 47.92 5.50 13.55 10.4 14.29 18.41 
17 48.05 5.58 13.73 10.54 14.38 18.49 
18 48.18 5.65 13.91 10.62 14.47 18.57 
19 48.33 5.74 14.12 10.72 14.57 18.66 
20 48.48 5.84 14.31 10.82 14.67 18.74 
21 48.63 6.92 14.52 10.91 14.74 18.83 
22 48.79 6.01 14.72 11.01 14.81 18.91 
23 448.96 6.12 14.96 11.12 14.90 19.02 
24 49.14 6.22 15.20 11.24 14.99 19.12 
25 49.33 6.32 15.44 11.36 15.08 19.22 
26 49.53 6.44 15.70 11.43 15.15 19.33 
27 49.73 6.55 15.95 11.51 15.22 19.44 
28 49.95 6.66 16.21 1.59 15.29 19.55 
29 60.18 6.79 16.52 11.69 15.37 19.67 
30 560.43 6.92 16.82 11.79 15.45 19.79 
31 560.69 7.04 17.04 11.83 15.53 19.91 
32 560.96 7.19 17.30 11.88 15.61 20.04 
33 561.26 7.33 17.57 11.93 15.70 20.18 
34 51.57 7.40 17.85 11.39 15.79 20.13 
35 651.91 7.48 18.05 12.04 15.89 20.45 
36 62.28 7.58 18.21 12.12 15.99 20.61 
37 52.67 7.67 18.36 12.18 16.09 20.76 
38 53.10 7.77 18.54 12.26 16.19 20.92 
39 53.56 7.80 18.72 12.33 16.28 21.08 
40 4.06 7.82 18.82 12.41 16.38 21.25 
41 54.60 7.84 438.88 12.48 16.51 21.42 
42 55.20 7.87 19.01 12.56 16.66 1.60 
43 565.85 7.91 19.12 12.63 16.81 21.80 
44 656.56 7.94 19.24 12.69 16.96 21.99 
45 57.34 7.99 19.38 12.75 17.10 22.20 
46 58.20 8.04 19.55 12.91 17.34 22.43 
47 59.14 8.09 19.71 13.06 17.59 22.66 
48 60.17 8.14 19.84 13.20 17.83 22.89 
49 61.31 8.19 20.01 13.36 18.11 23.15 
50 62.55 8.24 20.16 13.51 18.39 23.42 
51 63.91 8.28 20.45 13.80 18.70 23.71 
52 65.41 8.32 20.73 14.11 19.03 24.01 
53 67.05 8.34 21.01 14.43 19.38 24.33 
54 68.84 8.50 21.27 14.78 19.75 24.66 
55 70.81 8.66 21.74 15.16 20.15 25.03 
56 72.97 8.83 22.41 15.56 20.58 25.42 
57 75.32 8.99 23.11 16.00 21.04 265.83 
58 77.91 9.15 23.87 16.47 21.54 26.27 
59 80.73 9.53 24.68 16.97 22.07 26.75 
60 83.82 9.94 25.83 17.51 22.64 27.26 
Ordinary Life 

15 $17.40 $4.84 $11.11 $ 6.12 $ 7.12 $ 8.11 
16 «17.7 4.89 11.22 6.21 7.24 8.20 
17 18.07 4.94 11.33 6.30 7.37 8.30 
18 18.4 4.99 11.49 6.41 7.51 8.41 
19 18.81 5.04 11.60 6.50 7.64 8.52 
20 19.21 6.10 1.76 6.61 7.80 8.64 
21 19.62 6.16 11.90 6.72 7.88 8.70 








Dividend Year————, 
Age Prem. 2nd 65th 10th 15th 20th 
22 20.06 5.24 12.08 6.85 7.98 8.78 
23 20.51 5.30 12.25 6.97 8.08 8.85 
24 20.99 5.37 12.43 7.11 8.20 8.93 
25 21.49 5.45 12.62 7.26 8.32 9.03 
26 22.01 5.53 12.81 7.32 8.37 9.12 
27 22.56 5.61 13.02 7.41 8.43 9.23 
28 23.14 5.70 13.24 7.50 8.50 ~-9.35 
29 23.74 5.80 13.47 7.60 8.58 9.47 
30 24.38 5.90 13.73 7.72 8.67 9.61 
31 25.05 6.00 13.91 7.75 8.76 9.74 
32 25.75 6.11 14.11 7.80 8.86 9.88 
33 26.50 6.24 14.34 7.86 8.98 10.03 
34 27.28 6.28 14.58 7.92 9.10 10.16 
35 28.11 6.34 14.75 7.99 9.23 10.30 
36 28.98 6.40 14.85 8.06 9.36 10.55 
37 29.90 6.48 14.95 8.15 9.50 10.79 
38 30.88 6.56 15.10 8.25 9.64 11.05 
39 31.91 6.57 15.25 8.36 9.78 11.30 
40 33.01 6.58 15.33 8.48 9.92 11.56 
41 34.16 6.59 15.40 8.59 10.16 11.95 
42 35.39 6.61 15.51 8.72 10.42 12.37 
43 36.70 6.65 15.64 8.84 10.68 12.81 
44 38.08 6.68 15.77 8.96 10.94 13.25 
45 39.55 6.72 15.91 9.07 11.20 13.72 
46 41.12 6.78 16.11 9.32 11.63 14.21 
47 42.79 6.84 16.31 9.56 12.08 14.72 
48 44.57 6.91 16.52 9.82 12.55 15.25 
49 46.46 6.98 16.73 10.07 13.04 15.80 
50 48.48 7.06 16.96 10.33 13.55 16.39 
51 50.62 7.12 17.31 10.76 14.08 16.98 
52 52.91 7.19 17.70 11.22 14.65 17.62 
53 55.35 7.25 18.10 11.71 15.25 18.28 
54 567.95 7.46 18.49 12.23 15.88 18.96 
55 60.72 7.67 19.07 12.77 16.53 19.66 
56 63.68 7.88 19.89 13.34 17.22 20.41 
57 66.84 8.10 20.76 13.95 17.95 21.19 
58 70.22 8.33 21.69 14.60 18.71 22.03 
59 73.83 8.78 22.67 15.28 19.51 22.90 
60 77.69 9.26 24.01 16.00 20.34 23.84 
20-Pay Life 
c——— Dividend Year———_—__, 
Age Prem. 2nd 5th 10th 15th 20th 
15 $27.34 $5.53 $12.96 $ 7.96 $ 9.84 $11.80 
16 27.72 5.58 13.07 8.05 9.97 11.92 
17 28.12 56.64 13.22 8.16 10.11 12.06 
18 28.53 5.69 13.35 8.25 10.25 12.18 
19 28.95 5.75 13.49 8.36 10.40 12.32 
20 29.39 5.81 13.66 8.48 10.55 12.47 
21 29.84 5.87 13.80 8.59 10.65 12.57 
22 30.31 5.94 13.98 8.72 10.76 12.69 
23 «30.80 6.02 14.16 8.85 10.88 12.82 
24 31.31 6.08 14.33 8.98 11.01 12.94 
25 31.83 6.16 14.53 9.13 11.14 13.08 
26 32.37 6.24 14.72 9.20 11.22 13.22 
27 32.94 6.32 14.93 9.29 11.31 13.37 
28 33.52 6.41 15.13 9.38 11.40 13.52 
29 34.13 6.51 15.39 9.50 11.50 13.70 
30 34.76 6.60 15.62 9.57 11.60 13.87 
31 35.42 6.71 15.81 9.66 11.72 14.04 
32 36.11 6.83 16.03 9.72 11.85 14.23 
33 36.82 6.95 16.25 9.78 11.98 14.42 
34 37.56 6.99 16.48 9.85 12.11 14.61 
35 38.34 7.05 16.64 9.92 12.26 14.80 
36 39.15 7.11 16.74 10.00 12.40 15.06 
37 40.00 7.18 16.84 10.09 12.55 15.32 
38 40.89 7.25 16.97 19.18 12.70 15.58 
39 41.81 7.25 17.11 10.28 12.84 15.84 
40 42.79 7.26 17.17 10.39 13.00 16.12 
41 43.82 7.26 17.23 10.50 13.23 16.47 
42 44.90 7.28 17.32 10.61 13.46 16.84 
43 46.04 7.30 17.41 10.72 13.70 17.21 
44 47.25 7.32 17.53 10.82 3.94 17.60 
45 48.52 7.36 . . x B 
46 49.87 7.40 ° . . 
47 61.31 7.45 A . s 
48 562.83 7.49 . é 9. 
49 54.45 7.55 J A b 
50 56.17 7.60 48 a 20. 
51 58.01 7.65 78 - . 
52 59.97 7.70 9. . . 
53 62.06 7.74 s 4 A J 
54 64.29 7.91 . . . \ 
55 66.69 8.10 .29 . ‘ , 
56 69.26 8.30 J f . 3. 
57 72.01 8.47 ' ‘ J 
58 74.98 8.68 ; . . 2 
59 78.16 9.09 23.55 16.20 21.00 25.23 
60 81.60 9.54 24.81 16.84 21.70 25.94 
30-Pay Life Per $1,000 
Dividend Year 
Age Prem. 2nd 5th 10th 15th 20th 
15 $21.88 $5.15 $11.94 $ 6.95 $ 8.35 $ 9.78 
20 23.58 5.41 12.57 7.42 8.98 10.29 
25 25.64 565.73 13.36 8.00 9.44 10.65 
30 28.19 6.16 14.44 8.41 9.75 11.15 
35 31.42 6.57 15.35 8.61 10.20 11.76 
40 35.65 6.76 5.82 8.99 10.75 12.79 
44 40.12 6.82 16.16 9.37 11.61 14.22 
25-Pay Life Per $1,000 
———_ Dividend Year. 
AgePrem. 2nd 5th 10th 15th 20th 
15 $24.02 $5.29 $12.33 $ 7.34 $ 8.93 $10.56 
20 25.85 5.56 12.99 7.83 9.59 11.14 
25 28.05 5.90 13.83 8.44 10.11 11.60 
30 30.72 6.33 14.89 8.87 10.46 12.21 
35 34.02 6.73 15.81 9.10 10.97 12.90 
40 38.28 6.94 16.30 9.50 11.57 14.01 
45 43.92 7.04 16.79 9.98 12.66 15.81 
50 651.70 7.28 17.59 11.02 14.63 17.97 
30-Year Endowment Per $1,000 
a—— Dividend Yea 
Age Prem. 2nd th 10th 15th 20th 
15 $31.10 $5.09 $12.10 $ 8.02 $10.31 $12.71 
20 31.77 5.41 12.83 8.41 10.74 12.97 
25 32.67 5.80 13.76 8.90 11.04 13.12 
30 33.93 6.27 14.86 9.20 11.15 13.34 
35 35.80 6.71 5.81 9.30 1.38 13.59 
40 38.70 6.90 16.25 9.53 11.66 14.17 
44 42.19 6.96 16.55 9.79 12.28 15.20 
25-Year Endewment Per $1,000 
-———Dividend Year 
Age Prem. 2nd 5th 10th 15th 
15 $37.64 $5.23 $12.61 $ 8.95 $11.84 $14.91 
20 38.30 5.58 13.43 9.36 12.28 1 
25 9.14 6.00 14.40 9.85 12.60 
30 40.28 6.52 15.61 10.20 12.80 
35 41.90 7.01 16.67 10.35 13.09 
40 44.35 7.24 17.18 10.59 13.39 
45 48.21 7.34 17.61 10.86 14.07 
50 54.37 7.54 18.28 11.65 15.57 
54 61.77 7.82 19.46 13.12 17.24 





| Occidental Life Gives Its 
Views on Young Annuitants 





The Occidental Life of Los Angeles 
agency bulletin asks the question, “Why 
not annuities for children?” The Occi- 
dential Life did not increase its annu- 
ity rates. W. A. Wood, in discussing 
the question, says: 

“Until recent years the annuity was 
considered as a type of investment that 
could only be purchased by lump sums 
and applicable only to persons of ma- 
ture ages. Present day tendencies are 
more and more toward annuities among 
younger people for the purpose of es- 
tablishing retirement incomes at stated 
ages, and may be purchased by yearly, 
semi-annually or quarterly deposits. 

“Let life insurance protect the earning 
span of life—let the annuity protect the 
last of life. Both are services which the 
modern underwriter is privileged to 
render. All annuity contracts are sub- 
ject to valuable settlement options such 
as income, conversion to life insurance, 
discounting of advance deposits at the 
prevailing rate, settlement deferred to 
college age for school expenses, lump 
sum deferred to certain age for a start 
in business, accumulate to a later age 
for a retirement income, income to the 
father or mother if needed and many 
other combinations.” 





Guarantee Mutual Issuing 


New $1 Monthly Budget Form 


The Guarantee Mutual Life of Omaha 
has announced a new “Dollar-a-Month” 
budget policy with a selection of five 
legal reserve endowment plans, for men, 
women, and children from ages one day 
to 55 years. The policies are issued 
without medical examination in pre- 
mium units of $1 to $5 per month, pro- 
viding the amount of insurance does 
not exceed $3,000 on male risks and 
$2,000 on female risks, or where the 
amount applied for does not conflict 
with state laws. 

The following shows the amounts of 
insurance $1 per month will purchase 
on the five endowment plans: 








Girard Life Dividends 
The Girard Life has announced the 
1934 dividend distribution, The com- 
pany’s dividends are paid quinquen- 
nially. Dividends to be paid under the 
new distribution on ordinary life, 20 pay 
life and 20 year endowment policies is- 

sued in 1924, 1919 and 1914 are: 


Ordinary Life 





ssue 1924 1919 1914 
10 pedeenieunes $12.36 $13.23 $15.68 
Te sonqnsseages 13.00 14.29 17.05 
OD ccceccacenes 13.35 15.05 18.19 
aD écccneeconds 14.30 16.15 21.04 
ere 14.94 18.10 23.55 
GD scvscceesecs 17.03 20.26 25.77 
DD aveeesdanond 19.07 20.97 26.45 
OE scccoceessss 19.52 18.67 29.05 
GO ccccevessons 17.32 18.77 39.91 
Twenty Payment Life 
Age at 
ievee 192 1919 1914 
DF 960000 0deee $13.79 $16.18 $19.60 
ie peongdenwateks 14.68 17.70 21.72 
DD weescceceeses 14.98 18.53 22.40 
BB accccecesece 15.41 18.73 23.67 
DD evcccccvcees 16.21 20.78 25.71 
OD wadvecessess 17.95 22.39 26.17 
PP o.6cgenddeene 19.59 22.49 24.40 
BB ccccccsceces 19.98 20.37 24.30 
1914 
46.68 
46.83 
46.66 
46.40 
46.04 
45.75 
44.86 
44.47 
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Agents Submitting 
Many $500 Risks 


(CONTINUED FROM PAGE 1) 


The companies do not object to ap- 

plications as low as $1,000, but the over- 
Loving in the industrial class is more 
than they had bargained for. This has 
been aggravated by the writing of many 
$500 cases on semi-annual or quarterly 
premium basis. 

The companies have a minimum semi- 
annual or quarterly premium require- 
ment which is well known but the com- 
panies and agents are eager for new 
business and the rule frequently is not 
enforced. One consideration is that the 
allowance of a little latitude in this di- 
rection helps to keep the field force 
intact, even though it results in in- 
creased overhead. 


Much Reissuing Demanded 





Much of this small business is trou- 
blesome in another way. Many of the 
policies are not accepted as applied for. 
The companies are forced to rewrite a 
large number ef cases. The companies 
have another rule calling for the charg- 
ing back of a policy-writing fee against 
the agent in such cases, but this rule 
often is being ignored today. 

This excess of small business is plac- 
ing many companies in the last place 
where profit is possible, that of saving 
on overhead. The small cases in run- 
ning up the cost of home office handling, 
are making more difficult the task of se- 
curing a profit on operations. 

One sizable mid-western company in 
November found that 25 percent of all 
applications submitted were for $500, 
which represented 11 percent of all sub- 
missions in the month in volume. While 
it was true three-quarters of these small 
cases were on salary deduction form, 
which is issued non-medical, the re- 
mainder of individual $500 cases con- 
stitute a large troublesome item. 


Extreme Cases Are Cited 


Five applications were received from 
one agent on one family which was liv- 
ing on charity. One quarterly premium 
was for $1.57 and the others were $1.58, 
$1.97, $1.98, $2.29. The cases were de- 
clined but it was estimated if they had 
been accepted they would have cost the 
company immediately $67.50, whereas 
the company would have got imme- 
diately only $9.39 and would have had to 
pay a large part of that in the agent’s 
commission. For an initial net loss of 
over $50, the company would assume a 
total of $2,500 mortality hazard. 

A serious factor, it is said, is that 
many agents are ignoring their respon- 
sibilities to underwrite in the field. 
They are submitting any and all risks 
in the hope that some will be accepted. 
In the family case cited, the father, one 
of the applicants, had a jail record, 
drank liquor to excess and had a history 
of having attempted to kill himself. 


Whole Family a Bad Risk 


In another case of five applicants 
in one family, the mother had bad medi- 
cal history and four sons had jail rec- 
cords and drank to excess. One had a 
heart murmur, two showed strong traces 
of sugar. These were not cases selected 
to show the extreme, but were taken as 
they came across the desk. 

As yet no companies have taken ac- 
tion to raise the minimum limits per 
application to $1,000, although the sub- 
ject has been discussed in many quar- 
ters. Rather than to refuse the good 
$500 cases which many agents may need 
to stay in the business, the companies 
have adopted the policy of considering 
all these small cases but applying selec- 
tion standards just as strictly as on 
large cases. This extends even to the 
financial side, a phenomenon which has 
omen considerable ill-feeling in the 

eld. 


The agency and office staff of the D. O. 
Johnson agency of the Minnesota Mutual 
Life of San Antonio, Tex., were the 
guests of Mr. Johnson at his annual 
venison and turkey dinner. 











Cross Currents 
in Competition 





(CONTINUED FROM PAGE 1) 


tion, those of any complexion or at- 
tempt to claim superiority when there 
are excellent companies in all sections, 
and all groups. There are as well man- 
aged stock as well as mutual companies. 
There are just as excellent small and 
medium sized as large companies. 

Those that are well managed wher- 
ever they are or of whatever nature, 
have emerged with credit. The execu- 
tives that are taking a far sighted view 
declare that naturally there will be 
more or less classification but the line 
if any, should be drawn on the char- 
acter, honesty and intelligence of man- 
agement and nothing else. Commer- 
cialization and exploitation, they de- 
clare, must be frowned upon wherever 
it shows its head. The attempt to dis- 
credit companies of one class or one 
locality, it is claimed, will reflect on 
the business as a whole. The fact that 
legal reserve failures have occurred in 
the central western territory is no re- 
flection on companies in that area that 
can show a clean record and have had 
intelligent and conscientious manage- 
ment. 

Business is difficult to get and agents 
naturally are using every expedient to 
secure applications. Some, it is declared, 
have gone too far and are unfair in 
their competition, resulting in much 
twisting and upsetting of people’s con- 
fidence. Even if field men have been 
told to give intelligent advice as to a 
person’s insurance it has been found 
that in many cases they have gone too 
far and have reflected on companies 
possessing real worth and showing abil- 
ity in management. 


Figures on Lapsation After 
Reinstatement Are Given 





(CONTINUED FROM PAGE 1) 


As was to be expected, it was found 
that reinstated business on annual basis 
was more persistent than that with 
higher collection frequency. It was 
found in the case of policyholders under 
age 30 that the first, second and third 
year lapse rates on all business were 41 
percent, 21 percent and 16 percent, or 
total of 60 percent lapsing in the first 
three years after reinstatement; ages 
30-49, 37 percent, 22 percent and 14 per- 
cent, with combined total 58 percent; 
age 50 and over, 49 percent, 32 percent 
and 10 percent, with total 71 percent. 

On life business the results were: 
Under age 30, 41 percent, 21 percent 
and 14 percent, with total 60 percent; 
ages 30-49, 35 percent, 24 percent and 
16 percent, with total 59 percent; age 50 
and over, 50 percent, 52 percent and 13 
percent with total 73 percent. 

On endowment results were: Under 
age 30, 41 percent, 19 percent and 22 
percent with total 61 percent; 30-49, 35 
percent, 13 percent and 9 percent with 
total 49 percent, and 50 and over, 61 
percent first year and nothing the sec- 
ond and third. 


Appeal of Savings Feature 

The investment value of life insurance 
makes a special appeal to the French 
Canadians, according to life agency man- 
agers in Montreal. The Frenchman is 
sold life insurance most readily on the 
motive of savings plus an emergency 
benefit. A great part of the French Ca- 
nadian population looks upon life insur- 
ance coverage of $5,000 as being a very 
respectable amount. 


Actuaries Hear Parker 


Lee N. Parker, president of the Ameri- 
can Service Bureau, St. Louis, spoke to 
the Actuarial Club of Indianapolis on 
“A Worm’s-eye View of Some Current 
Underwriting Problems.” 





ROVER GUARDS THE Boots 














Pretty soon it 
will be five o’clock and his master will come and put on 
the boots. Then they will go hunting till dark. Rover's 
master has been working for a long time, but he is al- 


Rover is protecting his master’s boots. 


most through now. His life income contract with the 
Central States Life starts paying him an income next 
month. Then there will be plenty of time for hunting. 
Rover’s master doesn’t know much about life insurance, 
but he does know that the Central States Life is going 
to send him a check as long as he lives. 


Write for your copy of “Field Features.” It 
gives complete information about the Central 
States Life. Desirable territory available in Mis- 


souri, Nebraska, Texas and Colorado. 


CENTRAL STATES 


LIFE INSURANCE COMPANY 
SAINT LOUIS GEORGE GRAHAM, Pres. 








OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 














TRIPLE INDEMNITY LIFE INSURANCE 


with Weekly Accident Disability 


- in One Contract for One Premium 


General Agency 
Contracts 


available at Bangor, Me.; 
Cincinnati, Ohio; Toledo, 


Inquire 


UNITED LIFE 
and ACCIDENT 


phy ey hg 

enna. ; too 
Penna.; _ Williamepe _ INSURANCE COMPANY 
Mich. mate United Life Bldg., Concord, New Hampshire 











December 22, 

















PERSONAL SIDE OF BUSINESS 


— 





12 THE NATIONAL UNDERWRITER 
THE NATIONAL UNDERWRITER 
LIFE INSURANCE EDITION, PUBLISHED BVERY FRIDAY — 
E NATIONAL UNDERWRITER COMPANY, Cincinnati and New York Fred J. Parham, 53, for the past four 
PU CATION OFFICE, Ai946 Insurance Exchange, CHI GO. Telephone Wabash 2704 years in charge of the refinancing de- 


&. J. Won.ozmurn, President 
Howarp J. ice-Pres..Gen. Mgr. 
Joun F. Won.cemurta, 


te Managers: 
W. A. Seaman G. C. Rozpive 
E. oy 
OINCINWA 
420 5 xe Fourth St., Tel. -— 2140 
3 H, Martin, 





I r 
ABNER ; tae JR., Director ife Ins. 
Service Dep’ 


Curtis C. Crocker, Mgr., a Dept. 
Yo OFFI 
Room 803-128 William St., Tel. Beekman 8-8958 
ITO 


EDITORIAL DEPT. 
Grorck A. Watson, Associate Editor 
R. B., Mircue.t, Assistant Editor 
BUSINESS DEPT. 
ena hy — Pavt, enol partGant 
Smyrna, Resident 


Manage 
aN s. y bs Mgr.. ar. Induct! Dent. 


Room 802, 16 Asylum St. 
Telephone 717-1227 
Ratpn E. RicumMaNn, Manager 





C. M. Canrwaicut, Managing Editor 
Leverine Cantwricut, Ass't Man. Editor 
Associate Hy 


Faanx A. Post, 
Daz R. SCHILLING 


SAN FRANCISCO OFFICE 
407-8 Flatiron Bidg., Tel. KEarny 8054 
Faanx W. Briann, Resident 
Miss A. V. Bowyer, Pacific Coast Editor 


DALLAS OFFICE 
1510 Kirby Bidg., Tel. 2-4491 
Frep B. Humpuery, Resident Manager 


DES MOINES OFFICE 


627 Insurance Ex 
R. J. Cuapman, Resident Manager 


DETROIT OFFICE 
1015 Transportation Bidg., Tel. Randolph 8994 
A. J. Epwarps, Resident Manager 


ATLANTA . 
204 Atlanta National Bonk at Building 


PHILADELPHIA OFFICE 
= Fidelity-Philadelphia Bldg., Tel. Pen 8706, Hanzy C. Mounrtatn, Resident Manager 


Suber ption Price $3.00 a year; in Can 
Combination with The National Underwriter 
Bntered as Second-class Matter June 9, 


March 8, 1879. 


d i 
1900, reat Post ot Oli 


Single Gooten, | 15 cents. r 


$5.50 a year. Re 
a year; 
at Chicago, Ill. ii one Act, 








The Season With the Golden Heart 


SOME TIME ago the son of a prominent 
fire insurance company president in the east 
in a conversation with his mother said: 

“Mother, you have a golden heart.” 

The mother in surprise at this statement 
said, “Why do you say that, son?” 

The boy replied, “Because you are always 
doing something for somebody else.” 

This amiable woman with a wonderful 
spirit and great vision, who by the way, 
had her useful career suddenly ended re- 
cently in a tragic automobile accident, was 
typical of the sentiment that pervades peo- 
ple at this particular time of the year. 

During the Christmas season our 
thoughts become objective rather than sub- 
jective. We begin to inventory life’s values 
and we find the most precious ones centered 
in those in whom we have an interest. 
The more altruistic cannot fail to see 
divinity shining through the faces of those 


about us. We become more magnanimous 
at this time, more sympathetic, more 
mellow. 


Despite the distress, painful experiences 
and tragedies of the last few years, we all 
realize we are living in a time of great 
opportunity and responsibility, and are 
passing through an experience of change 
and evolution that comes once in an era. 


We are beginning to measure men’s worth 
not by dollars but by achievements in 
activities more enduring. We are living in 
a day that is ushering in changes of great 
moment. Despite the calamity and up- 
heaval that have visited the globe, we are 
rich in our possessions. We may have sac- 
rificed much in the way of things material. 
We have gained far more in a better 
understanding of mankind. Out of all this 
economic cataclysm will emerge a finer 
sense of social justice. 

Although THe NATIONAL UNDERWRITER 
has been confronted with serious problems 
as has every other enterprise, we, attached 
to its organization, feel a great thrill of 
pride in the great business with which it is 
allied and the manner it has met the tragic 
years. In the midst of business life, there 
have .come forth men and women engaged 
in insurance who have proved their genuine 
worth. They stand forth as the princes and 
princesses of one of the great business 
realms of the world. 

So, in this Season of the Golden Heart, 
Tue NATIONAL UNDERWRITER sends forth 
greetings and fond wishes to all inhabitants 
of this realm, to all who are contributing 
to the upbuilding of the great institution 
of insurance. : 


Maintain Municipal Credit! 


Lire insurance men should actively op- 
pose the proposed bills in CoNGREss pro- 
viding for municipal bankruptcy, especially 
the SumNER-WItcox bill which was passed 
by the House or REPRESENTATIVES at the 
last session, and will be acted upon by the 
SENATE when it convenes 4n January. Life 
insurance companies have nearly $800,000,- 
000 invested in state, county and municipal 
securities and this money is greatly en- 
dangered by efforts to provide methods for 
municipalities to be relieved of their obliga- 
tions, 

Although the percentage of municipal 
securities now in default is small, the enact- 
ment of such legislation would depreciate 
the balance from 10 to 15 points, it is esti- 
mated. This decrease in the value of muni- 
cipal securities would seriously embarrass 
many financial institutions and affect bank 


depositors and policyholders. Bankruptcy 
legislation would encourage bond manipu- 
lators and cost citizens and investors many 
millions of dollars from their racketeering. 
Even from the standpoint of the muni- 
cipalities, the bankruptcy legislation would 
have an evil effect because the securities 
would be placed upon a questionable basis 
and interest rates on new issues would have 
to be increased, which would result in 
higher taxes for the already burdened tax- 
payer. Municipalities taking advantage of 
such a measure if it is enacted would ruin 
their credit standing. With this method of 
financial relief available, municipal finances 
would become political footballs with dis- 
contented taxpayers agitating for default. 
Although municipal finances are in a bad 
way, there is no need for such a drastic 
bankruptcy law. Communities in financial 


partment of the Commonwealth Life of 
Louisville, died at Albany, Ga., follow- 
ing a three-day illness. Mr. Parham was 
on the way to Jacksonville when he suf- 
fered a stroke. Burial was at Columbia, 


J. D. Hall of the Sun Life in Toronto 
will bring out shortly a book on the his- 
tory of insurance. 

A. T. Lehman, actuary Detroit Life, 
has been appointed to head a mayor’s 
commission to survey Detroit’s pension 
situation and to make recommendations. 


Frank M. Beard of Marion, Ind., dis- 
trict manager for the John Hancock for 
nine years and later Equitable Life of 
Iowa field supervisor for Indiana, IIli- 
nois and Ohio, died recently. 


Dr. P. H. Ingalls, medical director of 
the Aetna Life from 1899 until last 
March, died of heart disease at his home 
in Hartford at the age of 77. A native 
of Gorham, Me., he received his B. A. 
and M. A. degrees from Bowdoin Col- 
lege, and studied medicine at the Maine 
Medical School and the College of 
Physicians & Surgeons in New York. 
Since 1923, when he retired from active 
practice, until last March, he devoted 
his full time to the Aetna Life. 


_Frank J. Price, Jr., associate adver- 
tising manager of the Prudential, is 
greatly gratified by the sale of his new 
book called “Mind Wreckers, Ltd.” It 
is a book of insurance mystery stories. 
This is the first book that Mr. Price 
has written but he evidently is headed 
for others as the popularity of his first 
book puts him in a class where repeat- 
ers are demanded. 


Franklin B. Mead, Jr., son of the late 
First Vice-President Franklin B. Mead 
of the Lincoln National Life, was mar- 
ried last week at Kenilworth, IIl., the 
home of L. M. Allen, an uncle of Miss 
Isabella Allen Freeman, the bride. Miss 
Freeman is the daughter of Mrs. Henry 
R. Freeman of Evanston, Ill. Mr. Mead 
is connected with the head office of the 
Lincoln National Life. Dr. H. L. Wil- 
lett officiated. Mr. and Mrs. Mead are 
on a honeymoon in the south. Mr. and 
Mrs. Harry Ninde of Abilene, Tex., the 
bride’s brother-in-law and sister, were 
attendants and their two daughters were 
flower girls. 


President Isaac Miller Hamilton of 
the Federal Life of Chicago announced 
this week the engagement of his daugh- 
ter, Miss Marian Celia Hamilton, to 
Spencer R. Keare of Evanston, Ill. Mr. 
Keare is the son of Mr. and Mrs. C. R. 
Keare of Chester, Pa. While no date 








difficulties are refunding their obligations 
with their creditors and the situation is 
being worked out by reductions in muni- 
cipal expenses. Regardless of the circum- 
stances, the entire municipal credit struc- 
ture should not be overturned for the sake 
of a few scattering municipalities. 

At the American Lire CoNVENTION’s 
annual meeting, the Financial Section con- 
demned the proposed municipal bankruptcy 
bill and a special committee was appointed 
to actively oppose it. Not only do the in- 
surance interests oppose the measure, but it 
was condemned by the AMERICAN Bar 
A’ssocraTion, the Unitrep States CHAm- 
BER OF COMMERCE and the AMERICAN LE- 
GIon, besides hundreds of solvent muni- 
cipalities. Life agents and executives 
should take strong action to defeat this 





vicious measure. 
a 


Ex. 


has been set for the wedding it will take 
place some time in the spring. Miss 
Hamilton is one of the directors of the 
Federal Life. She is a graduate of the 
Francis Parker school of Chicago and 
Vassar college. She took the law course 
at the University of Chicago and was 
admitted to the bar. She is a young 
woman of fine attainments and possesses 
many personal charms. Mr. Keare is a 
graduate of Swarthmore. He has been 
western representative of the Abberfoyle 
Manufacturing Co. for some four years 

J. A. Macfarlane, general manager of 
the Monarch Life of Winnipeg, has com- 
pleted 25 years of service with the com- 
pany. He was presented with a suitable 
testimonial. 

R. F. Watson, Lincoln, Neb., agent 
of the Midwest Life, has completed his 
eighth year of consecutive “app-a-week” 


production. C,. E. Isenhour of the same 
company recently completed his 316th 
week. 


President W. W. Putney of the Mid- 
west Life of Lincoln was the guest of 
honor at a birthday luncheon attended 
by members of the home office staff. 
Mr. Putney is 40. 


D. T. MacKinnon, million dollar per- 
sonal producer in the Nathaniel Reese 
general agency of the Provident Mutual 
in Detroit, has returned to his office 
after an absence of several weeks’ ill- 
ness, in connection with an operation. 


Friends of Samuel Hoffenberg, Hart- 
ford agent, prominent in Jewish organi- 
zation work there, conceived a unique 
plan of expressing their esteem for him, 
on his 25th anniversary as a Zionist 
leader in Hartford at a testimonial ban- 
quet in his honor, attended by 400 per- 
sons and addressed by prominent people 
A check covering premiums for $75,000 
of life insurance on the lives of 25 of his 
friends was presented to him. The poli- 
cies were written through the company 
he represents, the Bankers’ National 
Life of New Jersey. 


Mrs. Mae Barr Long, deputy insur- 
ance commissioner of California, again 
heads the Christmas committee of the 
Business & Professional Women’s Club 
of San Francisco. Serving with Mrs 
Long on this committee is Miss A. V. 
Bowyer, Pacific Coast editor of THe 
NATIONAL UNDERWRITER. 


Lee Herdman, insurance director oi 
Nebraska, has entirely regained his eye- 
sight as a result of three operations for 
cataract, but these have left him with a 
heart trouble that restricts his activities 
For a number of years Mr. Herdman 
had been compelled to resort to employ- 
ment of a reader or to laboriously peruse 
documents with a high-powered reading 
glass. He hopes before long to renew 
acquaintance with the contents of his 
2,000 volume library, too much devotion 
to which caused his troubles. 


Clayton Welles, manager of the Inter- 
state Agency of the Phoenix Mutua! 
Life in Hartford, accompanied by Mrs 
Welles and their two daughters, left San 


Francisco Dec. 14 for New York via 
the Panama Canal. They motored to 


the Pacific Coast by way of the Grand 
Canyon, Yosemite and Sequoia Nationa! 
Park. While in San Francisco Mr. 
Welles addressed an agency meeting o! 
the C. W. Peterson agency of the Phoe 
nix Mutual. 


M. J. Cleary, president of the North- 
western Mutual Life, has been elected 
president of the Milwaukee Count) 
Community Fund. Edmund Fitzgerald, 
Northwestern Mutual vice-president, is 
second vice-president of the fund. V. 
M. Stamm, Northwestern Mutual home 





office general agent, and Bradlee Van 
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Brunt, Mutual Life of New York, are 
directors. 


Mark Lilly, supervisor for the John 
Hancock in Des Moines, who suffered 
a broken back in an automobile accident 
near lowa City a week ago, has been 
removed from a Des Moines hospital to 
the home of his parents at Fort Dodge. 
He will be confined to his bed for 12 
weeks more physicians say. 


S. C. Brennan of the Wichita, Kan., 
agency of the Massachusetts Mutual, 





| 


i 


| president of the Wichita C. L. U. chap- 


ter, has been elected a regent of Wich- 
ita University, of which he is a grad- 
uate. He is the first alumnus of the 
university to be elected to the governing 
board. 

G. R. Slocum, Long Pine, Neb., who 
had been ancillary receiver in Nebraska 
of the Royal Union Life, died in a hos- 
pital at Valentine, Neb., as a result of 
an auto accident a few days previous. 
He was formerly state agent for the 
Royal Union in Montana, South Dakota 
and Nebraska. 








NEWS OF THE COMPANIES 





Confer on National of U. S. A. 





Receiver and Director Palmer of Illinois 
Hear Bidders Separately Before 
Making Recommendation 





\ series of confidential conferences 
with separate bidders for the National 
Life, U. S. A., of Chicago, was held 
this week by Insurance Director Palmer 
of Illinois and Receiver P. J. Lucey of 
the company. This procedure, Mr. 
Palmer explained, was to eliminate con- 
fusion and delay such as occurred in the 
Illinois Life case through throwing all 
proceedings into open court and permit- 
ting any and all bidders or other inter- 
ested groups or individuals to criticize 
competing offers. 

Each bidder for the National Life is 
being given a private hearing in which 
he is permitted to explain and/or 
amplify his offer and to consider or 
meet any suggestions which Messrs. 
Palmer and Lucey may make. 

When this has been accomplished, 
Receiver Lucey and his staff will anal- 
yze the offers in the light of what has 
been said in the conferences and then 
will recommend to superior court in 
Chicago a specific bid to be approved. 
It is likely that the case cannot be taken 
into court for another week or so. 





War on Want Campaign of 
Yeomen Mutual Big Success 





The Yeomen Mutual production cam- 
paign, which was fashioned on the mili- 
tary model and was called the “War on 
Want,” running from Oct. 23 to Dec. 2, 
was so successful that the November 
production was 100 percent greater than 
any previous month this year. The av- 
erage sized policy submitted was 10 
percent larger than the average policy 
of 1933. Cash with application income 
amounted to 38 percent of the total pre- 
mium income for the entire year to date. 

The campaign was originated by P. A. 
Stark, agency director, and V. M. Shew- 
bert, assistant superintendent. Each 
agent was given a commission and dur- 
ing the campaign he was bombarded 
with inspirational and educational mate- 
rial. About one-third of the entire cam- 
paign volume was written on one day, 
dedicated to President A. H. Hoffman. 
During the campaign 11 percent of the 
agency force produced 60 percent of the 
volume, whereas ordinarily the same 
group usually contributes 90 percent of 
the volume. 


Attorneys Allowed a $25,000 
Fee in Missouri State Case 


ST. LOUIS, Dec. 21.—J. P. Aylward 
and A. A. Ridge of Kansas City, Mo., 
special counsel for Superintendent 
O'Malley of Missovri in connection 
with the Missouri State Life receiver- 
ship and the sale of its assets to the 
General American Life, have been al- 
lowed a fee of $25,000 for their serv- 
ices. It is a partial allowance and was 
recommended by Superintendent O’ Mal- 

















ley and approved by Circuit Judge 
Hamilton. 

Superintendent O’Malley has submit- 
ted the first quarterly report of his ad- 
ministration of the affairs of the Mis- 
souri State Life to the circuit court. A 
total of $997,259 has been paid out on 
claims against the Missouri State Life 
which matured prior to Aug. 28. These 
payments were made by the General 
American Life in accordance with the 
sale contract. The General American 
Life also paid the wages and salaries 
due to employes of the old company as 
of Aug. 28. 

According to Mr. O’Malley only 
about 5 percent of the Missouri State 
Life policyholders have filed claims in 
the receivership proceedings. Only 
those who desire to terminate their polli- 
cies are required to file claims. The per- 
centage of those who have paid renewal 
premiums to the new company or have 
otherwise indicated they would continue 
to carry their insurance has been grati- 
fyingly large. The date for filing 
claims has been continued to Feb. 15. 
Up to this time 1,248 claims have been 
filed with J. F. Holland, special com- 
missioner appointed for that purpose. 


Gets Wholesale Contract 


The Savings Fund Life of Anderson, 
Ind., licensed last April, has been given 
an exclusive contract to issue wholesale 
life insurance to members of the Knights 
of Pythias lodge, President C. A. 
Pritchard states. 

Practically all the stock of the Savings 
Fund Life, a legal reserve company, is 
owned in Anderson. G. E. Applegate is 
vice-president; W. E. Thornburg, secre- 
tary; S. J. Grossnickle, treasurer, and 
Dr. T. J. Stephenson, medical director. 

All agency matters will be handled 
under a master broker plan by the Gen- 
eral Agency Corporation, of which Mr. 
Pritchard is general manager. President 
Pritchard was agency supervisor in the 
eastern division of the Bankers Mutual 
Life until October, 1930, when he re- 
7 to organize the Savings Fund 
ife. 








Record of Ben Hur Life 


The Ben Hur Life of Crawfordsville, 
Ind., reports a record November busi- 
ness, in that 2,043 junior applications 
were written. All previous junior mem- 
bership campaign records were broken. 
The previous high record for a single 
month was made in November, 1929, on 
the eve of the depression. The cam- 
paign at that time, as well as in No- 
vember this year, was in honor of Sec- 
retary E. M. Mason. 

The senior business written in No- 
vember was the best month this year ex- 
cept for August, in which month there 


was a campaign for President J. C. 
Snyder. The November business this 
year was better than in November, 


1932 or November, 1931. 





Heileman Starts New Concern 


The Illinois Mutual Life of Chicago, 
which is being organized under the 1927 
assessment act, has applied for a license. 
The main factor is Frank Heileman, 
who was head of the Great American 
Casualty of Chicago, and later was made 





an officer of the Pacific States Life, 
when that company reinsured the de- 
funct Chicago National Life. A few 
months ago, the Pacific States Life was 
compelled to retire from Illinois. 
Travelers Dividends 

The regular quarterly dividend of $4 
per share payable Dec. 30 to stockhold- 
ers of record Dec. 18, has been declared 
by the Travelers. An annual dividend 
of $16 has been declared by the Trav- 
elers Indemnity, which is wholly owned 
by the Travelers. A $4 dividend has 
been declared by the Travelers Fire, 
which is wholly owned by the Travelers 
Indemnity. This is the first dividend 
that the Travelers Fire has ever paid. 
Last year the Travelers Indemnity paid 
$14 a share to the Travelers. 

C. L. Taylor, president of Taylor, 
Senn Company of Hartford, and presi- 
dent of the Collins Company of Collins- 
ville, Conn., has been elected a director 
of the three Travelers’ companies. He 
succeeds E. C. Johnson, president of the 
First National Bank of Hartford, who 
died recently. 


Paul Mantz in Charge 


Paul N. Mantz, assistant secretary of 
the Lincoln National Life, has been 
placed in complete charge of the rein- 
surance affairs in connection with the 
Royal Union Life of Des Moines. Two 
other home office officials, R. G. Stagg, 
associate actuary, and M. D. Johnson, 
accountant, will remain in Des Moines 
with Mr. Mantz to assist in the carrying 
on of the company’s affairs. It is plan- 
ned that they will remain in Des Moines 
for 18 months. 

Federal Judge Dewey has appointed 
C. C. Bradley, district judge at Le Mars, 
la., and J. E. Wooding, Fort Wayne, 
Ind., as trustees to administer the real 
estate assets of the Royal Union Life. 
Judge Bradley will resign from the 
bench to accept his new duties. 

Judge Dewey also signed an order 
directing the Lincoln National to pay 








$390,893 in accrued death claims on 
Royal Union policies, following ap- 
proval of the receivers. About $300,000 
in similar claims are withheld from pay- 
ment pending further investigation. Mr. 
Mantz said payment of approved claims 
would begin within three weeks. 





To Liquidate Company 


An attempt will not be made to re- 
insure the business of the defunct Cos- 
mopolitan Life of Chicago, according to 
Receiver H. B. Hershey. The company 
will be liquidated. Its business was of 
poor quality and its investments were 
extremely sour. The company took in 
mortgages in payment of premiums. 


Sequoia Life Promoted 

LOS ANGELES, Dec. 21.—Articles 
of incorporation have been filed for the 
Sequoia Life of Los Angeles, with an 
authorized capital of $1,000,000. F. R. 
Heinick is promoting the company. He 
was general manager of the former 
Peoples Mutual Life when it was lo- 
cated at San Francisco and was an in- 
corporator of the Commonwealth Life 
of Los Angeles. 


Pay Regular Dividends 

The Aetna Casualty has declared a 
regular quarterly dividend of 40 cents 
payable Jan. 2 to stockholders of record 
Dec. 18. The Automobile of Hartford, 
an affiliated institution, declared a regu- 
lar dividend of 25 cents a share. The 
majority of these stocks is owned by the 
Aetna Life, which has not taken any div- 
idend action. 


Receiver Is Requested 

The National Bankers, an assessment 
life association of Lincoln, Ill., has been 
referred by Insurance Director Palmer 
to the attorney general with request 
that he bring action for the appoint- 
ment of a receiver. An examination re- 
port showed that the liabilities exceeded 





' assets by more than $8,000, A. L. Rich- 
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WIN THE WEST 
with Occidental! 


®A revolutionary, highly-salable, new 
policy . . . a thrilling, selling weekly radio 
broadcast over N. B. C. Pacific Coast net- 
. a highly-satisfactory, liberal agency 
bonus contract—these are 3 big reasons why 
the Occidental Life Insurance Company 


(California) is winning the West. 


® Occidental Life has just completed November 
with a 67% increase in production over 
November, 1932. Agents in 14 western states, 
Alaska, Canada and the Hawaiian Islands. 


Occidental Life Insurance Co. 
(CALIFORNIA) 


Old Line Legal Reserve Life, Accident, Health 


HOME OFFICE, 548 SOUTH SPRING ST. 


Los Angeles, Calif. 
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154 years ago this nation 


was created. Dark were 


the clouds that hung 


over the new repub- 


lic. Even the immor- 









tal Washington felt 






the sting of slan- 







derous partisan- 


ship. Yet the na- 







tion’s founders 


built steadily 







for future 


stability. 





For the fu- 
ture! That is 
a key-word in 
COMMON- 
WEALTH 
service to its 
agents; to endow 
them with every 
possible attribute to 
permanent growth. 
That is why so many 
COMMONWEALTH 
field men will reach the 
age of retirement with a 
comfortable income from 
renewal commissions built 
by their own efforts and the 
constant help of the home 
office. COMMONWEALTH 
cordial cooperation is more 
than a mere name; it is the 
verbal expression of the ambi- 
tions of a growing company of 
progressive underwriters. 
























COMMONWEALTH 


LIFE INSURANCE C0. 
LOUISVILLE, KY. 








ardson is president. As of Dec. 31, 
1932, the National Bankers reported re- 
ceived from policyholders $8,898, pay- 
ments to policyholders $1,643, insur- 
ance in force $437,695. 


Fraternal to Become Mutual 


The Ancient Order of Foresters, To- 
ronto fraternal, with $1,808,955 assets as 
at the end of 1932, will apply at the next 
session of parliament for an act incor- 
porating the members of its life insur- 
ance fund as a mutual life company as 
the Ancient Foresters Mutual Life. 


Sends Out February Dividends 


The New World Life of Seattle has 
just sent out to stockholders checks for 


the dividend declared last February, 
distribution of which was postponed 
under the state department ruling 


which prohibited making loans to pol- 
icyholders or paying dividends to stock- 
holders, inasmuch as these restrictions 
have now been lifted. 


Named Assistant Actuary 


Guy H. Amerman, who has been with 
the actuarial department of the Travel- 
ers, has joined the Continental American 





Life as assistant actuary. He is a grad- 
uate of the University of Michigan and 
is an associate of the Actuarial Society 
of America. 


H. P. Trosper Resigns 


H. P. Trosper, vice-president and for 
many years leading producer of the 
American Life of Detroit, has resigned 
his position with the company effective 
after Jan. 1. Mr. Trosper has consist- 
ently produced in excess of a million a 
year since 1918, reaching his peak in 
1927, when he paid for $5,500,000 of 
business. 

Graduated from the law school of the 
University of Michigan in 1912, he be- 
gan the practice of law in Detroit, join- 
ing the American Life in 1918. 





Company News Notes 


The Lincoln Liberty Life, Lincoln, Neb., 
has been licensed in Kentucky. 

A. C. Dorrance, president of the Camp- 
bell Soup Company of Camden, N. J., has 
been elected a director of the Penn Mu- 
tual Life. He is a director of the Lehigh 
Valley Railroad, Guarantee Trust Com- 
pany of New York and Philadelphia Na- 
tional Bank and is a member of the 
board of managers of the Girard Trust 
Company of Philadelphia. 








LIFE AGENCY CHANGES 





Several Appointments Made 





Continental Assurance Names General 
Agents in Wisconsin, Pennsylvania, 


Manager in Toledo 





_ Several general agency and manager- 
ial appointments have been made by the 
Continental Assurance of Chicago. R. 
J. Vetter of Madison, Wis., becomes 
general agent operating under the title 
“Wisconsin Agency” with jurisdiction 
over considerable surrounding territory. 
Herbert Samel is the new general agent 
in Pittsburgh. Ralph Comstock becomes 
manager of the life department of the 
— W. Smith general agency in To- 
edo. 

Mr. Vetter takes along with him an 
organization producing better than 
$1,000,000 a year. He formerly was 
state manager for the National Life, 
_Mr. Samel has been in life insurance 
since 1921, starting with the Metropoli- 
tan in St. Louis. After experience as 
agent and assistant manager, he became 
branch manager of the central Iowa dis- 
trict at Cedar Rapids, later going with 
the Missouri State as assistant secretary 
in the home office, developing and man- 
aging the salary savings department. 
He built this from the ground to $1,000,- 
000 annually and resigned to become 
branch manager in Pittsburgh covering 
western Pennsylvania and West Vir- 
ginia. 

Mr. Comstock formerly was a player 
on the Pittsburgh Pirates. He has had 
ten years’ life insurance experience. 


E, F. Wright 


The Mutual Life of New York has 
appointed E. F. Wright district man- 
ager at Montgomery, Ala., to succeed F. 
B. Fisher, who goes to the Atlanta 
agency. 








New Managers Are Announced 


Guarantee Mutual Has New Men in 
Portland, Sioux Falls, Des Moines 
and Davenport, Ia. 








Glen B. Fisher, for several years 
South Dakota manager at Sioux Falls 
for the Guarantee Mutual Life of 
Omaha, has been made Oregon man- 
ager with headquarters at 402 American 
Bank building, Portland. He is suc- 
ceeded by W. A. Swark, secretary of 
the Sunshine Underwriters, Sioux Falls, 
a general insurance agency covering all 
of South Dakota. His office is in the 
Strand building. Vernon D. Blank of 
Des Moines has become associated with 
C. R. Fischer, Iowa manager for the 
Guarantee Mutual. The firm, which is 
now operating as Fischer & Blank, has 
charge of the entire state except the dis- 
tricts adjacent to Davenport and Coun- 
cil Bluffs. 

G. A. Phelps is appointed manager 
for several counties in eastern Iowa and 
western Illinois. His office is at 301 
Security building, Davenport. 





Robert Ginsburg 


Robert Ginsburg, attached to the St. 
Louis office of the Ohio State Life, of 
which E. L. Knetzger is manager, has 
been promoted to supervisor. He is a 
member of the company’s honor club 
for 1933. The St. Louis office has moved 
into larger quarters at 1008 Landrith 
building. 





C. F. Stofflett 


C. F. Stofflett, formerly general agent 
for the Abraham Lincoln Life in South 
Bend, Ind., has been appointed general 
agent in Detroit. Mr. Stofflett is a for- 
mer Detroiter. He was at one time dis- 





trict manager at Louisville, Ky., for the 
Indianapolis Life, and was later pro. 
moted as its South Bend manager. 





T. W. Keown, Jr., G. E. Phifer 


T. W. Keown, Jr., of the Philadelphia 
office of the Sun Life, has been made 
branch secretary of the company at 
Greensboro, N. C., succeeding G. E, 
Phifer, who is transferred to the Wash- 
ington, D. C., office. 


J. C. Peacock 


J. C. Peacock, formerly with the San 
Jacinto Life, has been appointed gen- 
eral agent by the Minnesota Mutual 
Life for southeast Texas, with offices at 
Beaumont, Tex. 


C. G. Standeford 


The Pacific Mutual Life has appointed 
C. G. Standeford general agent at 
Fresno, Cal., in charge of Kern, Kings, 
Tulare, Fresno, Madera, Mariposa and 
Merced counties, for all departments 
His office will be in the Patterson build- 
ing, Fresno. 








Join Volunteer State Life 


Three Peoria Life men in Texas have 
joined the Volunteer State Life. L. R 
Stevens, who was formerly state man- 
ager of the Peoria, has been made 
Texas superintendent of agents by the 
Volunteer State. F. L. Line has been 
made district manager at Marlin, Tex., 
and W. F. Tucker district manager at 
Teague, Tex. 





Life Agency Notes 





J. A. Williams has been appointed dis 
trict director for the Great Western of 
Des Moines at Atlantic, Ia. 

The Ohio State Life appointed H. B 
Herron, Mt. Vernon, O., district agent 
for Knox county, He was with the Ohio 
State Life some time ago. 

D. C. Weaver, district manager of the 
American Savings of Indianapolis at 
Richmond, Ind., has opened offices at 223 
Colonial building there. 

J. C. Edwards has been named mana 
ger of the group department of the 
Aetna Life at Columbus, O., by E. © 
Deckard, general agent. 

The Minnesota Mutual has appointed P 
S. Strand, general agent at Salina, Kan 
G. G. Schaefer at Hays, Kan.; M. H. Cook 
at Rockford, Ill., and William Schoopp« 
at Joliet, Ill. 

Johnson Ashby, formerly district mana- 
ger of the Great American Life at Dal- 
las, Tex., has been appointed manager of 
the life insurance department of the G 
Cc. Eichlitz & Co., San Antonio, genera! 
agents for the Old Line Life of Mil 
waukee. 


Branch Grows Rapidly 
The Grand Rapids branch of the Con- 
tinental Assurance of Chicago managed 
by R. B. Smith has been built from 
scratch since he took it over in Jun¢ 
now having 35 agents and averaging 
over $250,000 production a month. 


Underwriters’ hand-books have been 
issued by The National Underwriter in 
1933 for Colorado, Delaware, District of 
Columbia, Indiana, Iowa, Maryland, New 
Mexico, Ohio, Wisconsin, Wyoming and 
Chicago. Order from the Hand-Book 
Department, National Underwriter Co., 
420 E. Fourth St., Cincinnati. 
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LIFE COMPANY 


CONVENTIONS 





Sontiiinalinii Life Men Meet 





Annual Agency Conference of Texas 
Company Held in Dallas With 
400 in Attendance 





With some 400 agents attending, the 
annual agency conference of the South- 
western Life was held in Dallas. Presi- 
dent T. W. Vardell told the agents 1933 
was a most successful year. He said 
business had shown a considerable in- 
crease since the middle of the year and 
predicted the coming year would be 
Mh better for the life companies. 

P. Costello, president Southwestern 
ite Club, presided at the convention 
sessions. City Manager Edy made the 
address of welcome and Garland Lang 
of Kerville responded. 

At the first session the tables in the 
convention hall were reserved for the 
continuous weekly producers. R. 
Lee, vice-president and agency director, 
had charge of the business session that 
followed and awarded the prizes, the 
“million club” fobs and the “Plainview 
Club” awards. 


Central Life Managers Meet 


More than 600 superintendents, gen- 
eral agents and managers of the Central 
Life of Des Moines attended the annual 
meeting at the home office there. The 
representation was from 20 states. 
President George N. Ayres conducted 
the sessions. Commissioner Clark of 
lowa was a guest at the banquet. Gov- 


ernor Herring and E. H. Mulock, Iowa 
CWA administrator, were speakers. 


New York Life’s lowa Meeting 


Agents from 47 counties in Iowa at- 
tended the annual homecoming at the 
Des Moines branch office of the New 
York Life, Friday. Forty-five new 
members were initiated. Speakers in- 
cluded E. W. Clark, Iowa commis- 
sioner; J. E. Kessell, medical director 
for Iowa, and Rev. G. Williams, Des 
Moines. Special honor was paid to O. 
R. Carter, agency supervisor, who be- 
comes supervisor of the central west- 
ern department in Chicago, Jan. 


Rogers Agency’s Conference 

Edgar Webb, agency assistant in 
charge of managers’ training in the home 
office of the Equitable Life of New 
York, will speak at the annual confer- 
ence of the Homer L. Rogers general 
agency in Indianapolis Dec. 15-16. Mr. 
Webb formerly was assistant manager 
of the Indiana agency before going to 
New York as assistant to Frank L. 
Jones, Le ge 

Dr. G VanArsdall, home office in- 
structer oF the Equitable, has been 
holding his 200th school at the agency. 
He is also a former Indianapolis resi- 
dent. 








Leaders Club Dates Set 


The Guardian Life Leaders Club con- 
vention is to be held next year, July 
17-19, at the Homestead at Hot Springs, 
Va. 











PACIFIC COAST 


AND MOUNT AIN 





No California Life 


Must Secure Agent’s License for Each 


Company Represented, Attorney 
General Rules 


Brokers 








SAN FRANCISCO, Dec. 21.—Insur- 
ance brokers in California must here- 
after secure an agent’s license from each 
specific company for which they write 
life insurance, according to an opinion 
from Attorney General Webb to Com- 
missioner Mitchell. The opinion also 
holds that the bond of $1,000, necessary 
to obtain a broker’s license, does not 
protect the life companies or the appli- 
cant for life insurance. 

For some years California brokers 
have placed business with life com- 
panies in the belief that their broker’s 
license was a blanket authority to nego- 
tiate insurance of any kind with any 
company licensed in the state. The at- 
torney general holds, however, that none 
of the provisions of the law “permit a 
broker to be licensed as such, either to 
solicit or negotiate contracts of life in- 
surance. Said sections clearly negative 
the idea that a broker shall be permitted 
to solicit, negotiate or effect contracts 
of life insurance under a broker’s li- 
cense.” He interprets the law merely 
as providing that a broker “shall not be 
disqualified, by reason of having a 
broker’s license, to receive also a license 
to act as agent for soliciting contracts 


poses an annual license charge rang- 
ing from $25 on fraternals to $150 for 
fire companies. 

Insurance agents would be required 
to pay an annual license fee of $2, non- 
resident life agents $5 and adjusters $25. 


Los Angeles Branch Wins 


LOS ANGELES, Dec. 21.—The Can- 
ada Life’s two months test in honor of 
General Manager A. N. Mitchell was 
won by the Los Angeles branch under 
Manager C. H. Carpenter. The 18 mem- 
bers of the Los Angeles branch wrote 
over $500,000 in paid business and pro- 
duced 280 percent of its allotment. 








Dr. E. L. Woodruff, doing business as 
E. L. Woodruff & Son, has been admitted 
in the Insurance Brokers Exchange of 
San Francisco. Dr. Woodruff is general 
agent for the Manhattan Life. 








NEW YORK NEWS 

















USE LOUD SPEAKER TELEPHONE 


In connection with the “Loyal Le- 
gion” week campaign conducted by the 
Equitable Life of New York the John 
M. Riehle agency in New York City in- 
augurated its long distance loud speaker 
telephone equipment. 

Each morning’ a company executive, 
starting with President T. 1. Parkinson, 
addressed a special agency meeting for 





of life insurance; in short, to authorize 
the granting of ‘licenses as broker and 
as life insurance agent to one and the 
same person. 
insurance contracts must be licensed 
ilso as a life insurance agent.” 


Tax Bill in Oregon 
A tax of 2% percent would be im- 
posed on gross premiums collected by 
foreign insurance companies operating 
in Oregon under a bill introduced at the | 
special session there. The bill also im- 





I am of the opinion that | 
any broker who desires to negotiate life | 





from three to five minutes. The speak- 
ers simply spoke into their telephones 
from their desks and their remarks were 
amplified through a loud speaking device 
installed in the Kiehle agency's headquar- 
| ters by the telephone company. In addi- 
| tion to President Parkinson, those who 
| addressed these special meetings were 
Vice-Presidents W. W. Klingman, A. G. 
Borden and F. L. Jones, and Superin- 
| tendent of Agencies Nolting. 

On Friday A. A. Dewar, Equitable 
| manager in Le Angeles, spoke from his 
| home in Glendale, Cal., at 6 a. m. Cali- 

fornia time or 9 a. m. New York time. 





He had been advised that the Riehle 
agency intended to usurp his position at 
the close of the year 1933 on the Equit- 
able national honor roll of agency stand- 
ings. He simply called up from Cali- 
fornia to advise the members of the 
Riehle agency, in a special meeting as- 
sembled, that they did not have a chance 
to do so. 

This loud speaker system is perma- 
nent equipment in the Riehle agency 
and will be used from time to time to 
bring in messages and sales ideas from 
outstanding life insurance men in var- 
ious parts of the country, which under 
this system, can be done at a minimum 
of expense and without loss of time to 
the speaker, as he simply talks from his 
desk in a normal manner into his regu- 
lar telephone. 

* * 

WILL HONOR ATTORNEY HIRST 

The Julian S. Myrick agency of the 
Mutual Life of New York in New York 
City will give a dinner Jan. 15 in honor 
of Albert Hirst, counsel New York State 
Life Underwriters Association, in rec- 
ognition of his outstanding work in be- 
half of Section 55a of the New York 
insurance law and Section 15 of the per- 
sonal property law, which protect re- 
spectively the policyholder and _ the 
beneficiary from claims of creditors who 
might try to attach their policies or pro- 
ceeds. Mr. Hirst is a member of the 
firm of Burnstine, Geist, Netter & Hirst 
of New York City. He was formerly 
a life agent but was forced to take up 
less active work because of his health. 

As a life man Mr. Hirst had noticed 
the inadequate protection given by the 
laws of New York state and many other 
states to life insurance cash values in 
the event of claims by creditors. In 
New York the only safeguard was the 
meager protection of Section 52 of the 
domestic relations law. He cooperated 
with Mr. Myrick, who at the time 
headed committee of the state life un- 
derwriters association, in working for a 
legal defense which would be really ef 


CHRISTMAS STORY 


AND 


LIFE INSURANCE 


The stories that live through the 
ages and vitally affect the lives 
of men are simple but profound. 
Life insurance, like the Christ- 
mas story, satisfies some of the 


fundamental needs of all men. 
Peace on Earth, Good Will 


Toward Men. 


Peace of mind which comes to 
him who has made safe provi- 
sion for himself and his loved 


ones. 


rial estate. 


peace and 


friends and clients.” 





Good will toward men which is 
the blessing of him who has no 
fear for the future of his mate- 


Every life insurance man who 
has done his work well may now 
look back at his year’s record 
and say to himself, “To the best 
of my ability I have brought 
d will to my 




















ROBERT KRUH 


Robert Kruh, who has been appointed 
manager of the new office to be opened 
in Brooklyn by the Continental Ameri- 
can Life, has been agency supervisor of 
the Moskowitz & Ainbinder agency of 
that company in Newark and has had a 
number of years’ successful experience 
as a producer and assistant manager. 





fective. Section 55a was the result. At 
present 20 other states have statutes 
identical with or similar to the New 


York provision. 


He who has lost confidence cannot lose 


| more, 
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Salesmen— 
Excellent 
Opportunity 


“A New Deal in Life Insurance” 








A Dollar’s Worth for a Dollar 


Mutual Legal Reserve. Participating, non-par rates; 
estimated average annual cost Ordinary Life, age 35 
$15.38 per thousand; Twenty-Pay Life paid up for 
$1,549 plus dividends per thousand in 20 years; Endow- 
ment pays $1,961.54 plus dividends per thousand if 
policy becomes a claim year it matures. Cash accumu- 
lation available any time without note, interest or deduc- 
tion from face of policy; juvenile with all fine features 
of adult policies. Unlimited opportunities for agencies 
in Illinois, Michigan, Indiana, Missouri. 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street CHICAGO Phone Superior 1714 








SPIRIT LR 


of 
Cc Now again comes Christmas and renewed 

opportunity for life insurance, through the 
“Christmas Remembrance” policy, to bestow one of its 
noblest blessings. 

The breadwinner knows not what toll the future may 
take. In how many homes, a Christmas hence, must widowed 
mothers, without means to celebrate the season as love 
would dictate, fight back their tears, seeing the children’s 
faith in Santa Claus destroyed? 

It is the glorious privilege of life underwriters to fore- 
stall such tragedies; to save the reputation of the good old 
saint and to give the “Spirit of Christmas” the indispensable 
——- support without which it becomes a meaningless 

rase. 


The Life Insurance Company 


of Virginia 
RICHMOND, VIRGINIA 


us 


















THE BEST 
FOR LESS 


try Black Hawk Hotels for comfort, convenience and 
savings. Our low prices mean traveling economy for 
youl Minimum rates at our hotels range from $1.50 to 
$2.50 and we have PLENTY of minimum rate rooms 
to offer. Extra guest only $1.00. 


RAVELERS in lowa and Minnesota say— 
“Yes—if you want the best of everything 
at the most reasonable prices, stay at Black 
Hawk Hotels." Black Hawk Hotels are 
popular! 
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As SEEN FROM CHICAGO © 





ADDRESSES MUTUAL BENEFIT 


E. B. Thurman, Chicago general 
agent of the New England Mutual, ad- 
dressed the A. A. Drew general agency 
of the Mutual Benefit in that city at a 
special meeting Thursday on “Har- 
nessed Dollars.” 

* * 
BRUCHHOLZ OVER THE TOP 


The New York Life’s Chicago Clear- 
ing House branch, Frederick Bruchholz, 
agency director, has paid for the com- 
pany’s top allotment for 1933. 

ee ¢ 
CUMMINGS AGENCY OPENS 


F. D. Cummings, who this 
opened the third general agency of the 
Pacific Mutual in Chicago, held a for- 
mal opening Wednesday in his new 
offices in the One La Salle street 
building. 

* * * 


INCREASE NUMBER OF “APPS” 


The central branch of the New York 
Life, Chicago, won third place in the 
annual Nylic rally contest held in the 
central department, which comprises all 
Chicago agencies. The branch sub- 
mitted $2,877,000 of written and exam- 
ined business in the contest. Central 
branch agents wrote 393 applications 
for $1,046,000 in October and 418 appli- 
cations for $1,336,000 in November, 
showing an increase in number of appli- 
cations every month from April to 
November inclusive. Agency Organ- 
izers J. S. Fredrickson and Arthur 
Peterson have been in charge since the 
death of Supervisor of Agencies J. A. 
Campbell. 

*x* * x 
TO HOLD CHRISTMAS PARTY 


The Union Central’s agency in Chi- 
cago managed by H. A. Zischke will 
hold its third annual Christmas party 
Dec. 23 with an expected attendance of 
140 persons, including 54 children of 
agents. There will be a program for 
the youngsters, singing of Christmas 
carols, luncheon and dancing. Frank 
Wohlleber, agent, is to play Santa 
Claus. The agency wrote $1,026,000 of 
business in November, K. Allen 
leading the office with $118,000 paid 
business. 


Aggressive Sales Campaign 
Is Based on Family Income 


(CONTINUED FROM PAGE 6) 


agencies, to use in case of difficulty in 
gaining entrée. 

The presentation sheet is designed to 
visualize the future of the prospect and 
his family 40 years ahead, a chart being 
provided for this purpose, in which op- 
posite the year the setup at that time 
can be entered. This, it is believed, is 
an unusually graphic and effective way 
of presenting the family income idea. 





Stacy K. Beebe, one of the leading 
producers of the C. B. Knight agency 
of the Union Central Life in New York 
City was toastmaster at a dinner last 
week of the Harvard Business School 
Alumni Club of New York at which Dr. 
O. M. W. Sprague, outstanding oppo- 
nent of inflation, was the principal 
speaker. Nearly 1,000 persons attended 
the dinner, the largest affair ever held 
at the Harvard Club. Mr. Beebe is 
president of the Harvard Business 
School alumni and also served in that 
capacity for two terms several years ago. 
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New General Agent | 





E. E, 


HENDERSON 


E. E. Henderson, new Chicago gen- 

eral agent Pacific Mutual, who has 
taken over the company’s branch in the 
Insurance Exchange there, consequent 
upon change exclusively to a general 
agency basis in Chicago, has had an 
outstanding record. He was born in 
Brazil, Ind., 48 years ago. For a num- 
ber of years he was connected with rail- 
roads, earning his way through a Cali- 
fornia university. He went with the 
Pillsbury flour company in Chicago in 
1910, remaining ten years and establish- 
ing sales records. He returned to Cali- 
fornia in 1923, going with the home office 
agency of the Pacific Mutual as agent. 
In his first year he paid for $281,000 life 
insurance and $2,500 of “noncan” pre- 
miums. He was a member of the app- 
a-week club more than five years and 
never has failed to qualify for the Big 
Tree club. 
_ In 1930 he was appointed supervisor 
in the east and then became assistant 
superintendent of agencies with head- 
quarters in Washington, D. C., operat- 
ing there for two years. His eastern 
division produced better than 30 percent 
of the company’s national production 
this year. This was brought about by 
intensive cultivation of the field. Mr 
Henderson is a student of insurance, a 
skilled agency man and an advocate of 
agents’ training. 


Women’s Unit in Philadelphia 
Gives Good Account of Itself 





An unusually interesting feature oi 
the work of the John A. Stevenson 
agency's leaders club in Philadelphia in 
November was the record made by the 
women’s unit, whose manager is Sophia 
W. Bliven. The Stevenson agency of 
the Penn Mutual had 38 members in its 
monthly leaders club for November, 
each one of whom paid for a minimum 
of $20,000 to qualify. This was the 
largest number in any month this year. 
The president for November was 
Thomas M. Scott. Second in volume 
was Leonora E. Olsen. The vice-presi- 
dent by virtue of the number of lives 
was Mrs. E. V. P. Goodman, and the 
second in number of lives was T. B. 
Glading. 

The unusual feature of the November 
work was that of the 38 leaders, 16 
were women, and 11 of them are mem- 
bers of Miss Bliven’s women’s unit 
This unit began three and a half years 
ago at scratch, and this year will pay for 
aproximately $4,000,000. 
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San Francisco Names Young 


New Association Head Has Been First 
Vice-president and Chairman of 
Membership Committee 


SAN FRANCISCO, Dec. 21.—P. G. 
Young, manager Golden Gate office 
Metropolitan Life, was elected president 
of the San Francisco Life Underwrit- 
ers Association at the annual meeting 
Monday morning. M. L. Fairchild, Con- 
necticut General Life, is first vice-presi- 
dent; P. M. Jost, Sun Life, second vice- 
president; Clifford Henderson, Pruden- 
tial, secretary, and J. F. Johns, Reli- 
ance Life, treasurer. Members of the 
executive committee are D. S. Bates, 
New York Life; O. B. Bergstrom, 
Phoenix Mutual; A. K. Deutsch, Equit- 
able of New York; R. J. Gilfillan, Cali- 
fornia-Western States Life; D. F. Hous- 
ton, Jr., Mutual Life; F. McKenna, 
Penn Mutual; M. R. Nyman, North- 
western National; Harold Rose, West 
Coast Life; W. G. Smith, Travelers, and 
F. C. Whatley, Aetna Life. 


Active in Membership Work 


Mr. Young served as first vice-presi- 
dent and chairman of the membership 
committee of the association the past 
year. It was through his efforts as 
chairman of this committee that all 
agencies of his company in San Fran- 
cisco Came into association membership 
100 percent and he is credited with much 
of the success of the association in main- 
taining a splendid membership record, 
particularly during a “post-convention 
year.” Mr. Fairchild was second-vice- 
president and chairman of the program 
committee the past year. He was also 
chairman in charge of the sales confer- 
ence and leading producers’ dinner. 

The program for the meeting Mon- 
day was in charge of Mr. Young and 
J. O. Klein, manager Burlingame office 
of the Metropolitan, and took the form 
of a reguiar Metropolitan Life agency 
meeting, with more than 100 represen- 
tatives of the company participating. 





Study of Part-timers Is 
Made by Baltimore Group 





BALTIMORE, Dec. 21.—An inter- 
esting study on part time agents has 
been completed by the Baltimore Life 
Underwriters Association. The ques- 
tionnaires were sent to 53 agencies and 
of the 34 returning full reports, ten 
employed part-timers. It was found 
that the volume sold by part-timers is 
not great, but there is a great deal of 
potential business ruined by poor sales- 
manship and ignorance of the funda- 
mentals on the part of the part-timers. 
The chief offenders are bank employes, 
lawyers, teachers and politicians. Sev- 
eral of ‘the general agents felt that the 
one case man, or tipster, is a greater 
menace than the little plugger, because 
he is harder to catch. 


Part-timers Affect Morale 


The activities of the part-timers are 
extremely detrimental to the morale of 
the full-time, well trained agent, for a 
single case worked up by a full-time 
man and lost to a part-timer rankles in 
the mind of the former and is trotted 
out frequently for rehearsal and may 
affect his production for an undue 
length of time. Catering to the part- 
timer and spotter is highly unprofes- 
sional and to eliminate them would 
purify the business as a whole. 

At the December meeting R. B. Hull, 
managing director of the National asso- 


ciation, spoke on “Industrial Recovery 
in Life Insurance.” _He urged the 
agents to cooperate with the recovery 


program. 














Brailey Cleveland President 


New Schedule of Dues Adopted at An- 
nual Meeting—E. J. Wilson, Engels- 
man Agency, Speaks 


CLEVELAND, Dec. 21—-Earle W. 
Brailey, general agent New England 
Mutual Life, was elected president of 
the Cleveland Life Underwriters Asso- 
ciation at its annual meeting. For two 
years he was head of the general agents 
and managers division and has been in 
great demand as a speaker. He was 
formerly president of the Manchester, 
N. H., association. 

Other officers elected are: First 
vice-president, E. B. Fisher, National of 
Vermont; second vice-president, J. H. 
Rutherford, Phoenix Mutual; treasurer, 
H. A. Pope, Connecticut Mutual. New 
directors for a three-year term are 
C. R. Walker, Equitable of Iowa, and 
J. H. Byrne, Penn Mutual, both past 
presidents. 

H Wischmeyer, John Hancock 
continues as national commit- 
3. H. Thobaben as manag- 


Mutual, 
teeman, and G. 
ing director. 

Several changes in dues were ap- 
proved. Membership is extended to 
industrial field men and assistant super- 
intendents at the rate of $12 per year. 
New ordinary agents may become 
junior members for 15 months or any 
portion thereof, at the rate of $12 per 
year. Dues for resident ordinary field 
men are reduced for 1934 from $24 to 
$18. 

E. J. Wilson, agent in the Ralph G. 
Engelsman agency of the Penn Mutual, 
New York City, spoke on “There Are 
No Strangers.” 

x * * 

Toronto, Can.—At the annual meeting 
of the Toronto association the following 
officers were elected: President, John C. 
Ross; first vice-president, C. F. Richard- 
son; second vice-president, George F. 
Crum; honorary treasurer, C. V. Earl; 
honorary secretary, J. S. P. Armstrong. 
The retiring president, Ryrie Smith, was 
elected honorary president. 

x * * 

Galveston, Tex.—The election 
cers, scheduled for the December 
ing, was delayed until January. 
Albritoon of Houston, agency 
Great Southern Life, spoke on 
Close.” He told the agents the “close” 
begins before they see the prospect. He 
also declared that most agents talk too 
much and that they should give the pros- 
pect a chance to talk. 

Two amendments to the by-laws, to 
conform with those adopted by the Na- 
tional association were proposed and 
adopted. One would reduce the annual 
dues and the other would make the year 
end June 30 instead of with the calendar 
year. 


of offi- 
meet- 
F. D. 
director 
“How to 


* * * 

Richmond, Va.—R. B. Hull, managing 
director National association, spoke at 
the December meeting on “National Re- 
covery and Life Insurance.” After the 
meeting he was the guest of North- 
western Mutual Life agents who were 
holding a state meeting in Richmond, 
making a brief talk to them. 

President Hill announced the appotnt- 
ment of a committee on taxation and 
legislation to safeguard the interests of 
life insurance at the session of the legis- 
lature in January. 

x * * 


Detroit—A survey made by the Quali- 
fied Life Underwriters brought out that 
many members would like to have even- 
ing sessions at which matters of gen- 
eral interest and current problems aris- 
ing in the business could be discussed at 
a round-table. A committee has been ap- 





pointed to work out plans for these 
evening discussion sessions. 

President C. A. Macauley, John Han- 
cock, has opened an aggressive sales 


drive for new members, working through 
the general agents and managers. H. B. 
Thompson is handling the drive, which 
is already showing remarkable results. 
Mr. Macauley takes issue with critics 
who say the dues of $12 per year for 





active and $6 for associate members are 
too high and points out that the asso- 


ciation now has a deficit because it has. 


tried to conduct its activities on a shoe- 
string. 
x * * 

Green Bay, Wis.—-The Northeastern 
Wisconsin association met at Green Bay, 
electing R. lL. Hooker, Massachusetts 
Protective, president; F. G. Haigh, Lin- 
coln National, vice-president; M. B. Mat- 
teson, Metropolitan, secretary, and A. J. 
Kleinheinz, Equitable of New York, 
treasurer. R. G. Hepper led the discus- 
sion on “Income Settlements.” Howard 
Gitchell, Aetna Life, retiring president, 
gave a review of the year’s work. 

x * * 


Nashville, Tenn.—At the annual meet- 
ing the following were elected: John 
Witherspoon, president, Pacific Mutual; 
E. T. Proctor, vice-president, Northwest- 
ern Mutual; W. L. Mousette, vice-presi- 
dent, Metropolitan Life, and Miss Nelle J. 
Roche, secretary-treasurer, Massachu- 
setts Mutual; executive committeemen 
are R. C, Green, Equitable of New York; 
Cecil Woods, Bankers Life; W. H. Brow- 
der, Penn Mutual; Dave Brandon, New 
England Mutual; Leonard McKeand, Jr., 
Provident Mutual. Nashville starts 1934 
with an increased membership over 1933 
and is making plans toward bringing the 
national convention to Nashville in 1935 

x *k * 

Lexington, Ky.—F. A. Wallis, Paris, 
state chairman of the NRA, and for many 
years general agent of the Fidelity Mu- 
tual Life in New York City, spoke at 
the December meeting. He stressed the 
idea of life insurance to the insured dur- 


ing his lifetime as well as to his de- 
pendents following his death. 
R. B. Hull, managing director Na- 


tional association, will speak at the Jan- 
uary meeting. 
* * * 

Chicago—Six short talks on what to do 
and say in 1934 will feature the Dec. 28 
meeting of the Chicago association. The 
speakers are Helen Thomas, Equitable of 
New York; Raymond Darby, trust officer, 
State Bank & Trust Co., Evanston, Il; 
Fred Snell, Penn Mutual; J. H. Brennan, 
Fidelity Mutual; Raymond Frank, State 
Mutual, and Nathaniel Seefurth, presi- 
dent Seefurth Service. 

*x* * x 

Portland, Ore.—The December meeting 
was held in the association’s new quar- 
ters in the Meier & Frank building. W. E. 
Holman, president Portland junior cham- 
ber of commerce spoke on “Life Insur- 
ance as an Aid to Business”; L. C. New- 
lands, president Oregon Portland Cement 
Company, spoke on “Inflation and Its 
Affects on Life Insurance,” and C. C. 
Chapman, editor of the “Oregon Voter,” 


on “The Outlook for 1934. 
W. E. North, New York Life, has been 
named general chairman of the sales 


congress which will be held here Feb, 5. 
* * * 

Saginaw, Mich.—F. W. Boswell, Flint 

agent of the Equitable Life of Iowa, at 


the last meeting said the essential quali- 
ties of good life insurance salesmanship 
are represented in the word “Pepper,” 
itself, in its slangy sense, a notable as- 
set to the underwriter. The first “P,” 
Mr. Boswell said, represents preparation, 
the foundation of real sales success. The 
first “E,” stands for energy. The second 
and third “P’s” represent perspicacity 
and persistence, the second “E” for en- 
thusiasm, and the “R,” for reliability. 
*x* * * 

Grand Island, Neb.—At the December 
meeting a resolution was unanimously 
passed “heartily endorsing the recent 
action taken by Insurance Director Herd- 
man in his decision on the Occidental 
Life.” 

x * * 

Atlanta—H. J. Crain, Penn Mutual, was 
elected president at the December meet- 
ing. Other new officers are: Vice-presi- 
dent, Charles Adler, Mutual Life b New 
York; executive committee, R. L. Cooney, 
New York Life, chairman; 8S. M. Carson, 
Aetna Life; H. M. Powell, State Mutual; 
Oscar Pa!mour, Connecticut Mutual; L. E. 
Allen, Northwestern Mutual, and N. E. 
McKay, Travelers. J. A. Jones, New York 
Life, is national committeeman. The 
secretary-treasurer will be nominated by 
the incoming president and elected in 
January. 

*x* * * 

Columbus, 0.—C. Vivian Anderson of 
Cincinnati, president of the National as- 
sociation, spoke at a Christmas party 
Thursday. Special music was rendered 
and a song written in honor of Mr. An- 
derson by C. C. Doyle, president of the 
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CALIFORNIA 

Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 

114 Sansome Street 437 So. Hill Street 

SAN FRANCISCO 








LOS ANGELES 














A. WESLEY JONES 
Consulting Actuary 
Annuity Specialist 
300 S. Brand Blvd. 


Glendale, California 
Phone: Douglas 3118 








{LLINOIS 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 


Telephone State i213 


CHICAGO, ILLINOIS 




















L. A. GLOVER & CO. 
Consulting Actuaries 


128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, F. A. 1. A. 
CONSULTING ACTUARY 
Auther “A Gnas and Accounting for @ Life 
Company.” 
Attention to 
Lege! Reserve, Fraternal and Assessment Business— 


ensions 
226 North La Salle Street 


Phone Franklin 6559 Chleage 








INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 























HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 








MISSOURI 
ALEXANDER C. GOOD 


Consulting Actuary 
615 Trust Co. -— Jefferson City, 


800 Security Building, Kansas City 














NEW YORK 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 



































102 Maiden 
New York, N. Y. 
Organization Management 
PENNSYLVANIA 








Fred E. Swarts, C. P. A. 
B. P. Higgins 
THE BOURSE PHILADELPHIA 
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Columbus association, was sung. Mr. 
Anderson discussed the making of wills 
and the disposition of estates. 

i nia @ 

Bay City, Mich,—At the annual meet- 
ing Frank Burdick, Metropolitan Life 
manager, was named president; Harrison 
Plum, vice-president; Walter Wright, 
secretary, and Melvin Berry, treasurer. 

o.8 » 
Lincoln, Neb.—These officers have been 


elected: President, O. R. Frey, Bankers 
Life of Nebraska; vice-president, E. A. 
Frerichs, Security Mutual; secretary- 


treasurer, H. D. Gish, Travelers; execu- 
tive committee, Ralph Thiesen, North- 
western Mutual; R. C. Graybill, Pruden- 
tial, and L. M. Palmer, National of Ver- 
mont, 

Speaking on “Life Insurance and the 
New Deal,” C. P. Peterson, general coun- 
sel Bankers Life of Nebraska, said domi- 
nant quality of government regulation 
of life’ companies is that the companies 
have been made trustees, and that trus- 
teeship should be extended to all busi- 
ness. The new deal is an effort to lay 
down definite rules for the conduct of 
business. The experience of life com- 
panies has been successful, and the peo- 
ple will not lose heavily in business if 
the government can contribute to all 
that it has 


business the same things 
given life insurance. 
*x* * * 


Louisville—R. B. Ferguson, Aetna Life, 
was elected president. Other officers 
named were: H. W. Key, Travelers, and 
Cc. J. Van Dyke, vice-president; William 
Cotton, secretary-treasurer. The Louis- 
ville association was second in the coun- 


try in percentage of increase in mem- 
bership the past year. 
a 
Savannah, Ga.—The annual meeting 
will be held Jan. 18. 
Plan Canadian Meeting 
The Canadian Association of Insur- 


ance Superintendents will hold its 1934 
annual meetine in September, either in 
St. John or St. Andrews, N. B. Super- 
intendent R. P. Hartley of New Bruns- 
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Would Work on Older Men 


S. G. Dickinson of Hartford Presents 
Some Constructive Thoughts Before 
the Philadelphia General Agents 








The managers’ group of the Philadel- 
phia Association of Life Underwriters 
at a luncheon had S. G. Dickinson of 
Hartford as speaker, on “Organizing for 
Better Selling.” He feels that life peo- 
ple are in a “production emergency”— 
when the fortunes of people are in jeo- 
pardy because of the volume of business 
being produced. 

He emphasized the fact that older 
agents should have first consideration. 
It will be easier to secure business from 
their stimulation than from the stimula- 
tion of new men—and of equal impor- 
tance, the persistency record of their 
business will be vastly better. 

Mr. Dickinson advanced the thought 
that the older agent does not want “to 
be saved. He does not accept the idea 
of reformation.” He will, rather, be 
influenced by the simple, specific, odd 
idea that he can see himself using that 
day. 

As suggested points to develop in the 
older agents in 1934, Mr. Dickinson rec- 
ommended four: (1) Making the indi- 
vidual a better man—able to travel in 
better circles; (2) improvement of 
agent’s prospecting; (3) time control; 
(4) presentations. 


Soper Is Los Ange'es Speaker 


LOS ANGELES, Dec. 21.—L. A. 
Soper, Los Angeles manager of the 
Phoenix Mutual Life, spoke at the 


luncheon-meeting of the Life Managers 
club here on “The agent’s morale—keep- 
ing your men on a fine edge. How to 





wick is president of the association. 


cultivate and maintain the proper men- 
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tal attitude.” Mr. Soper told of the re- 
cent military campaign staged by the 
Phoenix Mutual. A number of other 
managers explained similar drives which 
they had found effective. A nominating 
committee was appointed with F. C. 
Hathaway, Mutual of New York, as 
chairman. 

Mammel Wichita President 

Clayton Mammel, home office gen- 
eral agent of the Farmers & Bankers 
Life, Wichita, Kan., has been elected 
president of the Managers’ Club of the 
Wichita life underwriters. J. A. Rein- 
hart, Bankers of Iowa, is vice-president 
and Charles Weeks, American of De- 
troit, secretary. 


San Francisco Christmas Party 


“The Repeal of Seriousness” was the 
motif for a Christmas party held by the 
San Francisco General Agents & Man- 
agers Association Wed. Dec. 20. Ray 
E. Orth, Home Life, president of the 
association, presided. 


Views on Gold Content 


One of the beneficial effects of cutting 
the dollar’s gold content is the driving 
out of the country of floating interna- 
tional speculative capital, E. M. Chase 
of the R. G. Engelsman agency of the 
Penn Mutual Life in New York City, 
states in an interview. Mr. Chase is for- 
mer manager of the foreign department 
of the Bank of New York & Trust 
Company and an expert in international 
finance. 

“The present capital system cracked 
badly in the last four years because there 
was a great mass of liquid capital crash- 
ing around the world, more than for any 
other reason,” he said. “This great ac- 
cumulation, amounting to billions, was 
an aftermath of the war. It had not 
found a permanent domicile.” 

After describing the operations of in- 
ternational speculators, he said that 
“lastly our own banks failed by the thou- 
sands and drove capital, at best a timid 
old woman, to seek holes in the ground 
in which to hide its gold. But by low- 
ering the gold value of the dollar abroad, 
Mr. Roosevelt has chased most of this 
bootleg capital out of the country.” 


Standard Accident Lost Case 


The Standard Accident of Detroit has 
lost its appeal in the federal circuit 
court of appeals in Chicago on the de- 
cision by a federal district court jury in 
Milwaukee a year ago which awarded 
Mrs. Meta Van Altena, of Whitefish 
Bay, Milwaukee suburb, $7,500 on an 
accident policy issued to her husband, 
W. E. Van Altena, assistant actuary of 
Northwestern Mutual Life. Mr. Van 
Altena was found dead of carbon mon- 
oxide poisoning in the garage of his 
home on Jan. 23, 1932. The Standard 
Accident refused to pay the $7,500 and in 
court sought to show that death was 
not accidental. The jury decided in fa- 
vor of the widow and the company ap- 
pealed, but the decision was affirmed. 


Midwest Life Appointments 


C. R. Logan, for the last six years 
field supervisor for the Midwest Life of 
Nebraska, has been named manager of 
the home office general agency at Lin- 
coln. Other new field appointments in- 
clude B. A. Spence, Carroll, Ia., district 
manager for west central Iowa, and J. 
M. Green, Lake City, district manager, 
for eastern Iowa. : 





Present One-act Play 


ST. LOUIS.—A one-act play, “Santa 
Claus Insured,” was presented under the 
auspices of the St. Louis association Dec. 
21. The playlet was written by Nelson 
M. Pope, C.L.U., and his wife was stage 











director. 
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An end of the year message to the 
subscribers of the “Diamond Life Bul- 
jetins” has been sent out by Editor Ab- 
ner Thorp, Jr. Mr. Thorp views 1933 
in retrospect and voices no regret over 
its passing. He comments upon the 
outstanding features of the year from a 
life insurance standpoint. In his mes- 
sage he says: 

“Well, it’s about over—this trying and 
troublesome year of 1933, and I for one 
am glad that it has gone. The bank 
holiday, the life insurance moratorium, 
failures of mismanaged companies, the 
hesitation of business during the fall— 
these have made 1933 a year in which 
it took all of our courage, all of our 
optimism, and all of our ingenuity to 
worry through. 


Challenge and Struggle 
Have Brought Improvement 


“Yet the challenge and the struggle 
have hardened us a bit; eliminated some 
of the flabbiness which had been slow- 
ing us up during the fat years behind 
us and as a result we are better pre- 
pared to capitalize upon the brighter 
times ahead. For, everything points to 
the fact that 1934 will be a better year 
in every sense. Much of the debris 
of the depression has been cleared away. 
Our banking system is being renovated 
and put upon a sounder base; weak 
banks will be absorbed or closed up 
and some plan of guaranteeing deposits 
will be worked out under government 
supervision. 

“Most important of all, the funda- 
mentals are improving, in spite of all 
the pessimistic talk, most of which rep- 
resents the selfish and prejudiced atti- 
tude of groups or classes each striving 
for special privilege and a favored place 
in the sun. There is no doubt that gen- 
eral business the world over is reviving 
—slowly in some sections, more rapidly 
in others—yet moving inexorably for- 
ward. 


Life Insurance Is Getting 
on a Sounder Basis 


“And life insurance, too, is emerging 
from this depression sounder and better 
managed than ever before. The pub- 
licity given to the exploitation of failed 
companies by greedy and crooked offi- 
cials will have a salutary effect upon 








Abner Thorp Sees Brighter Days 
Coming in Life Insurance Field, 
Due to Challenge and Strugé¢le 


every employe charged with the trus- 
teeship of policyholders’ funds. 
“Therefore, waste no time worrying 
about the future of life insurance. If 
every other institution were as impreg- 
nable as the institution we represent, 
there would be far less uncertainty and 
disturbance in our economic and social 
structure. Never lose sight of the fact 
that life insurance is a part of the very 
warp and woof of our national exist- 
ence. It is impossible to conceive of a 
stable democratic society without it. It 
has no substitute and as long as men 
die prematurely, as long as children 
need to be educated, as long as widows 
need financial support to rear families 
and keep intact our fundamental social 
unit, the home, life insurance will exist. 
“Yet, life insurance will change as 
new needs are discovered and as the in- 
genuity and imagination of its leaders 





find new ways to make it serve more 
effectively. Management in our home 
offices will further eliminate waste and 
duplication; closer and more sympa- 
thetic contact with the field will de- 
velop; there will be less nepotism and a 
freer access to places at the top for 
those below who are specially qualified. 


Agency Management on 
More Efficient Basis 


“General agents and managers are 
learning how to ecomomize, how to 
figure their costs, how to set up an op- 
erating budget which will make it pos- 
sible for them to make a profit not only 
out of personal production but out of 
the efhcient management of their 
agencies. 

“Agents, gratified and stimulated by 
closer and more understanding contact 
with home offices, will cooperate more 
closely with their managers and thus 
evolve a stouter loyalty each toward 
the other. 

“The signals all along the line are 
turning green. The road is opening and 
we are beginning to move. Let the 
dead past bury its dead; we go forward 
to richer, fuller accomplishments.” 


Ralph Engelsman Tells Cincinnati 
People Why Organized Approaches 
Are Effective in Insurance Work 


The Cincinnati Life Underwriters 
Association was treated to an excellent 
talk by Ralph G. Engelsman, Penn Mu- 
tual general agent in New York City. 
Mr. Engelsman, who started his gen- 
eral agency from scratch in 1928, writ- 
ing $3,500,000 in the first year and 
about $9,500,000 this year, took as his 


subject “Package or Device Selling,” 
meaning organized selling and sales 
talks. 

“There are,” said Mr. Engelsman, 


“two situations facing the agent in the 
field. One, which is ideal, is when the 
agent knows enough about the prospect 
to present a specific sales plan. The 
other, which constitutes, according to a 
recent survey, about 63 percent of all 
calls, is one in which the agent has 
some, but not complete data. In this 
case the agent must give the prospect 
an idea to start the sale, make an im- 
pression and try to close. 


As the majority of calls are on 


people under the second classification, it 
is logical to have a set sales talk which 


is an arrangement of selling ideas in 
simple, understandable language to lead 
the prospect to prompt action. Organ- 
ized sales talks put your ideas in proper 
sequence and phraseology. Remember 


| that the prospect would rather listen to 


}an organized sales talk that makes sense 
|than to one which is clumsy and un- 
| effective. Use one set organized sales 
| talk with regularity and you will sell. 
| This is not the ideal way to sell life in- 
| surance but you will sell. In selling, do 
| not confuse the prospect with technical 
| phrases on cash values, dividends, etc., 
| but stress comfort, safety, the uses to 
which life insurance can be put. Make 
|the prospect dissatisfied with what he 
| has and uncover a need. 
“Organized selling gives you the 
benefit of taking leading producers with 
you in your work where you can learn 
one of their talks from many sources, 
such as the Diamond Life Bulletins. 
“The best actors in the world, if given 
an excellent play and knowing the plot 
thoroughly, will 





put on a very sorry | 





Prospectin’ Pete Is Used 
Directly with Prospect 





| 
| 





W. O. Comstock, general agent for 
the National Life in Montpelier, Vt., 
says that he has found the “Prospectin’ 
Pete” outfit of the Diamond Life Bul- 
letins valuable for direct use with the 
prospect, with this introduction, “Would 
you like to have an insurance robot 
point out your insurance needs?” He 
finds that with this introduction men are 
interested in the Prospectin’ Pete de- 
vice and its operation. He then has 
the opportunity to discuss with these 
men the various needs and to develop 
for immediate motivation those which 
appeal as most important to the pros- 
pect. 


Method of Presenting 
Annuities to Women 


In presenting annuities to women fa- 
miliar with household duties, Mr. Com- 
stock says: “If you had a pound of but- 
ter which had to meet the needs of the 
family for one week, you probably 
would cut up that pound in seven parts 
so that a one-seventh part would appear 
on the table each day. That is what we 
do when you place your money with 
the life insurance company for an an- 
nuity. We cut up and deliver your 
money to you in pieces so that it will 
last over the period for which it must 
prove sufficient.” 


performance if they do not know the 
lines and have rehearsed them. The 
prospect is your audience and you are 
the actor and the applause is the appli- 
cation. The objection is raised that 
one’s personality is lost in an organized 
sales talk. This is not true because dif- 
ferent actors playing Hamlet give the 
same play with the same lines but en- 
tirely different personality; so it is in 
selling. 


Talk Can Be Adapted 
to One’s Own Personality 


“Adopt some organized sales talk and 
use it for a few weeks in your work. At 
the end of that time you will find that 
you have changed it to fit your per- 
sonality and probably will feel that it 
is your own original talk.” 

Mr. Engelsman is a great believer in 
sales talks and uses them himself, as 
he demonstrated to his audience, using 
C. Vivian Anderson, president of the 
National Association of Life Under- 
writers, as a prospect. 
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PROSPEROUS NEW YEAR 
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Stress Value of Meetings, Schools 





Regular agency meetings and schools 
have an important place in maintaining 
morale of agents, helping to organize 
their work and guiding them in the path 
of right principles, it was concluded in 
a discussion of the value of such activi- 
ties held in the annual meeting of the 
Chicago Life Agency Supervisors Asso- 
ciation. 

The discussion was led by E. E. 
Enoch, supervisor Connectiut General, 
and J. M. Clark, supervisor John Han- 
cock. Mr. Enoch said a survey by one 
agency showed only 13 percent of the 
agents sold $150,000 a year or better. 
Another agency study disclosed only 10 
percent of the agents made $200 a month 
or better. 


Training Expense Is High 


The need of agency training long has 
been known, but it was estimated that 
the cost to train an agent ranged from 
$500 to $1,500. Companies turned this 
problem over to their managers or gen- 
eral agents who, for the most part, busy 
with recruiting, assigned the educational 
effort to assistants. Home office corre- 
spondence schools were developed to 
meet this situation, and company travel- 
ing schools. 

Mr. Enoch said some life insurance 
men consider there has been too much 
“stuffing” of the agents, many of whom 
have become somewhat confused so they 
are unable to separate the wheat from 
the chaff, and have had “mental indi- 
gestion.” Most agencies have a begin- 
ners’ school which is more or less a com- 
pany course and often is supplemented 
with lectures by assistant managers or 
general agents. Some agencies use the 
follow-up school. 

There are also advanced schools, some 
of which require that the agent has been 
in the business three months. A valu- 
able aid is special courses devoted to 
study of technical sales problems which 


,May arise, such as the approach, pre- | 
| sentation and close, in which the agents 
may have developed weaknesses. 

Mr. Enoch said agents might be clas- 
sified into two groups, those who lean 
towards package selling and those who 
prefer programming. He said there is 
little use to spend much time in educat- 
ing the package seller, whereas the other 
type is susceptible to considerable train- 
ing. 

Mr. Clark gave experience in the 
| Houze agency of the John Hancock, 
where two meetings a week are held, 
the regular Monday session and a real 
educational meeting Saturday morning. 
He considers meetings of great benefit 
in giving agents confidence and inspir- 
ing a competitive spirit. An effective 
method used in the Houze agency was 
setting up of a goal of $1,000 in com- 
mission for each agent in a single week. 
Letters were sent wives and mothers 
asking their help in preparing hot sup- 
pers for the men, patting them on the 
back and otherwise encouraging them. 
The results were highly successful. 








Push Apps, Not Volume 


Mr. Clark said he believes in teaching 
men to get applications and not talking 
volume. Another important factor is 
night work. Mr. Clark considers it far 
more difficult to close a case in the day 





time than at night in the home, and says 
if an agent can be taught to have four | 
definite night appointments a week, he 
will not fail. 

S. A. Kent, assistant manager Pruden- | 
tial ordinary agency, was elected presi- | 
dent, succeeding Samuel Leland, Jr., life 
department manager Fred S. James & 
Co. Harry Anderson, Rockwood Com- 
pany, was elected vice-president, and 
Z. C Yates, Union Central, secretary- 
treasurer. Mr. Kent has been secretary 





during the last year. 





Connecticut Day 
Is Great Success 


(CONTINUED FROM PAGE 3) 


necticut business interests towards in- 
surance. Mr. Mooney, in the absence 
from the city of President Morgan B. 
Brainard of the Aetna Life, welcomed 
the visitors. 

At the afternoon session Dr. Huebner 
held an open forum. Several questions 
implied that his statement describing’ 
life insurance as the only investment 
institution to function normally during 
the depression, was too broad in view of 
the moratorium. 

In answer Dr. Huebner said the nor- 
mal function of life insurance is not to 
take the place of banks and when that 
is attempted, then an abnormal situation 
is thrust upon life insurance, making a 
moratorium necessary. 


Inflation Arouses Interest 





Principal interest during the forum 
was centered on the effect of inflation 
upon insurance. A _ sane, self-liquidat- 
ing public works program is a safe kind 
of inflation. He said it is not necessary 
to inflate to get out of depressions. 
They burn themselves out and neither 
at the time of depression descent nor 
at the time of ascent from depression 
do outward acts of government have 
major influence upon the trend. An ap- 
preciable rise in commodity prices, he 
said, does not take place until 18 months 
or two years after devaluation occurs. 
He cited France’s experience to prove 
this fact. Inflation would not harm 
the life companies by endangering their 
solvency. They would meet their ob- 
ligations with the same number of dol- 
lars called for in the contract, though 
these dollars might have a 50 percent 














depreciated purchasing power. The peo- 


ple who would be hurt, he said, would 
be the bond-holders, the savings bank 
depositors, the building and loan asso- 
ciation members, and the people who 
through the years of the past have 
placed their funds in life insurance and 
annuities. 

Success depends fundamentally on 
character, said F. B. Haggard, pastor of 
the Asylum Street Baptist church in an 
inspirational talk. Less emphasis on 
the practical and more on idealism and 
social justice in business relations was 
urged by Rabbi A. J. Feldman, Hart- 
ford, in the closing address. 





' First Reinsurance, made an ideal chair- 


| Ways appropriate. 


Connecticut Day Notes 


George E. Turner, president of the 


man of the Connecticut Insurance Day 
program. He had a happy introduction 
for each speaker. When he called on 
Commissioner H. P. Dunham of Connec- 
ticut, for instance, he said, “Flock, your 
shepherd.” His comments were pithy, 
carried a tang of humor, and were al- 
Here is a Turner sen- 
tence worth remembering: “The only 
man who has no interest in insurance 
has no property, no family, no obliga- 


Policyholder Is 
Inflation Loser 


(CONTINUED FROM PAGE 3) 


If inflation should go to such unre. 
sonable lengths in this country as to 
cause people to flock to the companies 
demanding their cash values to invest 
in any kind of equity, it would probably 
mean another policy loan moratorium, 
unless inflation was at the same time 
skyrocketing the values of foreclosed 
properties to a degree that would enable 
their quick sale and resultant influx of 
cash with which to pay borrowers. 


Governor Gets Missouri Bills 


Governor Park of Missouri now has 
before him three bills intended to 
strengthen the insurance supervisory 
laws of the state and is expected to 
sign them at an early date. The three 
bills were passed by the senate Monday. 
They had already passed the house. 

One bill requires registration of all 
life policies and the deposit with the 
Missouri department of securities for the 
protection of the reserves on such poli- 
cies. The second gives the department 
control over real estate purchases of all 
companies and is designed to limit in- 
vestments in home office structures. The 
third limits insurance companies’ pur- 
chases of private corporation bonds to 
securities that have a faultless record 
as to the payment of interest and prin- 


| cipal for at least five years. 
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tions and no hope.” 





k * * 


A large and notable gathering of 
Hartford executives was present. Con- 
necticut Insurance Day probably brings 
together more company men of this in- 
surance city than any other event. 


@ HENRY GRADY 
HOTEL - 


ATLANTA 
GEORGIA 
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James L. Case, chairman of the pro- 
gram committee, was congratulated on 
maintaining a program of very high 
quality in spite of a number of last 
minute changes. There was great dis- 
appointment over the absence of Super- 
intendent G. S. Van Schaick of New York, 
accompanied by a sympathetic under- 
standing that the guaranteed mortgage 
problem which is also his, as a state 
official, was monopolizing his time and 
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